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EDITOR'S DESK 
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Good News: Industry Shows Growth 


Some days it's easy lo 
be all doom and gloom 
in this business, what 
with the looih-and-nail- 
fierce competition, dra- 
matically shrinking 
margins, sudden consolidations and shake- 
outs, and the veritable roller-coaster ride of 
technological innovations, successes and 
flops. But there's at least two sides to every 
proverbial coin. 

Take the shift of the Internet into the 
mainstream over the last few years. Yes. 
software companies are selling products 
directly to users over the 'Net. And yes. 
some consumers are placing orders directly 
with on-line vendors of hardware, under- 
cutting resellers who have the overhead of 
a physical location. But. as "surfing" grew 
in popularity, modem sales skyrocketed. 
This year. Evans Re.search Corp. says 
Canadians will buy 2.8 million modem.s. 
up from 2.3 units in 1996. 

Home users had yet another reason to 
purchase a computer. Corporations bought 
Web servers and consulting services. And 
while many businesses are still struggling 
to actually make money on the Web (some 
are doing it!), a great many people have 
done very well setting up clients for the 
Internet, providing hardware and software, 
as well as Web site design and hosting ser- 
vices. Moreover, the Internet means better 
communication with your own customers. 

Buying Is Up! 

Canadians' demand for information tech- 
nology products and services grew 1 2. 1 per 
cent in 1996 over 1995, according to 
International Data Corp. (Canada) Lid. 
And preliminary forecast.s suggest IT buy- 
ers' demand will increase another 1 1.2 per 
cent this year, "It's good time.s,” said Paul 
Kennedy, president of Toronto-ba.sed IDC 
Canada. 

Corporations are spending well, par- 
ticularly on things like network integration, 
he said. However, the penetration of com- 
puters into Canadian homes is starling lo 
slow down, having reached about 41 per 
cent, IDC figures report. (A.C. Neilscn 
says 44 per cent.) Perhaps the remaining 
homes will open up to some of the Internet 
devices or Network Computers that have 
been so hyped. If parents can pay an incre- 
mental fee to let Junior access the Web 
from a video game device or low-cost basic 
terminal-type unit, there will be inieresl. 
Indecd $500 is widely held by pundits to be 


the price point at which impulse-type pur- 
chases happen. 

New Markets 

The most powerful computers are becom- 
ing cver-more capable. Our Lab Test this 
month checks out some of the most power- 
ful PCs on the market — 266MHi! or 
300MHz Pentium Il-based systems (page 
38). Indeed, that hefty hardware will enable 
all kinds of new functionality and markets, 
including videoconferencing, which is inci- 
dentally, our cover story this monlh. 
(Please see The Elecinmic Eye," page 30. 
by A.ssociaie Editor Jeff Evans.) 

Also this issue, a .special feature on 
the Canadian computing channel by Paul 
Lima. (Please see "Muddy lYo/en-." page 
22), examines overlap in the channels as 
players look for new opportunities and hel- 
ler ways to deliver product to market. 
Kennedy says gelling product to market is 
still a problem for many vendors and 
resellers, hence the interest in such prac- 
tices as build-to-order. He said manufactur- 
ers like IBM and Compaq are realizing 
“someone else can do it, closer to the cus- 
tomer." Another key problem area in 
Canada is .still effective computer retailing, 
said Kennedy. 

Get With The Season 

As hard as it is to believe, we're pushing up 
on the busy Christmas retail season. Check 
out David Rosen’s "Serve Up a Pmfiluhle 
Holiday." (Page 26). for useful lips on hav- 
ing the cheeriest possible selling season in 
a retail environment. If you run a computer 
store, there will soon be disheartened shop- 
pers walking by your window looking for 
gift ideas. So provide them! Never miss out 
on an opportunity to gel people into your 
•Store. But you also need lo offer the prod- 
ucts they actually want to buy. Always 
have knowledgeable staff available to pro- 
vide useful suggestions and support. And 
make it easy for customers to actually 
make the purchase! (Think payment plans, 
full credit card support, available products 
and tellers, and delivery/insiallaiion ser- 
vices. for example.) 

What are your thoughts on the health 
of the industry in 1997? How do you feel 
about the business environment heading 
into 1998? Drop me a line at gracec® 
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JNDUSTRY FLASH! 


Sun sues Microsoft over Java, 
seeks financial damages 

(NB) — Sun Microsystems' JavaSoft 
Division has announced a suit against 
Microsoft Corp.. charging trademark infringe- 
ment, unfair competition, breach of contract, 
and other contract infractions in the imple- 
mentation of Java in Microsoft's Internet 
Explorer (IE) 4.0 browser. Sun is also seeking 
injunctions against Microsoft, and financial 
damages. 

During a teleconference, JavaSoft divi- 
sion president Alan Baratz charged that, over 
the past six month.s, Microsoft has “publicly 
disputed" its contractual responsibility for the 
full implementation of Sun's Java Developers 
Kit (JDK), a responsibility he said is borne by 
Microsoft and 1 16 other Java licensees. 

Baratz contended that, with the release of 


IE 4.0. Microsoft moved heyond impinging 
on “the spirit of the law" to violating "the let- 
ter of the law." 

Specifically, Microsoft failed to included 
two key interfaces — JNI (Java Native 
Messaging Interface) and RMI (Remote 
Method Invocation) — that Sun has included in 
the JDK reference model, according to Baratz. 

But "far, far worse" is Sun’s finding that 
Microsoft also “deceptively altered key class 
libraries, (so that) developers will believe they 
are writing cross-platform applications, when 
they are (really) writing (what) will run only 
on Microsoft Explorer,” asserted the JavaSoft 
president. 

Sun uncovered these discrepancies dur- 
ing compatibility testing of the IE browser, 
according to Baratz. 

Sun, he said, is also seeking several 
injunctions against Microsoft, including an 
injunction preventing Microsoft from using 
the Java logo, along with financial damages. 

Sun also plans to withhold Java technol- 
ogy from Microsoft pending resolution of the 
suit, according to Baratz, But Sun’s oveniding 
goal is “to get Microsoft back into compli- 
ance," the JavaSoft chief told the press. 


Windows 98 will offer ^ 
Internet at TV speeds 

(NB) — Microsoft Corp. executives said 
WavePhore’s WaveTop technology is just the 
beginning of a new Internet experience at TV 
speeds. Included as part of Windows 98. 
WaveTop will allow Windows users with "TV 
boards" to receive a wide range of free, cus- 
tom Internet content, free of Internet connec- 
tions and standard speed problems. 

"This announcement is a significant step 
forward in delivering bandwidth to home 
users,” claims Phil Holden. Microsoft's man- 
ager of Windows product group. "What users 
will see with this technology is Internet con- 
tent delivered at speeds much like what they 
see on TV today," 

WavePhore uses the broadcast .signals of 
PBS National Datacast Inc.’s 264 PBS mem- 
ber stations. The company's technology 
allows Internet content to be “placed” between 
standard PBS television programming. Called 
“vertical blanking intervals" (VBI), the spaces 
are filled with Internet content which becomes 
part of the broadcast signal. Any computer 
with a TV tuner board and Windows 98 can 
receive WavePhore's Internet content. 
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Digital camera products continue to multiply, now boasting higher resolutions 


At the recent Comdex/SCIB show in 
Montreal, one outstanding trend was the con- 
tinuing proliferation of new models of digital 
cameras. Many major manufacturers, includ- 
ing Epson, Agfa and Sony, had new cameras 
on display (Panasonic declined to show its 
new digital camera at the show). 

At this stage, most of the attention has 
shifted from the original VGA resolu- 
I cameras (480 by 640 resolu- 
I, with about 300.000 pixels 
per image) to a new generation 
of camera which typically boasts 
image resolution of up i 
by 960 pixels, resulting 
m ‘megapixel' images 
(a million or more 
pixels). Kodak was 
the Canadian leader in 
creating this market .seg- 
ment with its LC120 cam 
era. which debuted in the 
spring of 1997, but at Comdex 
both Epson and Agfa highlighted (heir new 
high resolution digital camera offerings. 

Epson’s new PhoioPC 600 features 1.024 
by 768 (XGA) re.solution. using Epson's 
ColorTrue in-camera processing technology 
to create accurate, realistic color value.s. The 
PhotoPC 600 has a built-in. two-inch LCD 



monitor, and has a Direct Print option which 
allows users to directly connect the PhoioPC 
to an Epson Stylus Photo printer, using a $99 
Epson Stylus Photo Direct Print Kit. which 
consists of software, a PhotoPC 600 AC 
adapter and special serial cable. Tb enable 
larger numbers of pictures to be stored on 
the PhotoPC 600 camera, 
CompactFlash storage cards 
with up to 32MB capacity 
are also available. The 
PhotoPC 600 also offers 
NTSC composite video 
output, for displaying 
pictures directly from the 
camera to a TV monitor 
or video projector, or for 
moro PiM recording onto videotape. 

The PhotoPC 6(XI has an 
estimated street price of $1,099. 

Agfa included its Canadian intro- 
duction of the ePhoio 1280. a 1280 by 960 
pixel resolution digital camera, along with 
several other major digital imaging product 
releases at the Comdex/SCIB '97 show. The 
ePhoto 1280, priced at $1,199, is a very nicely 
designed digital camera with a swiveling 
FlashTrack 3X optical lens, are a two-inch 
color LCD. and sophisticated PhoioGenie 
image processing lechnology. 


Sony of Canada Ltd. showed two new 
digital camera models at Comdex, the DSC- 
Fl. which comes with a 1.8-inch LCD screen 
with built-in 4MB flash memory, and high- 
speed wireless image transfer capability, as 
well as .serial cable or NTSC composite video 
output. The new Sony Digital Mavica camera 
makes picture saving even easier, by allowing 
the user to save images directly to a floppy 
disk, which can then be transferred to a Mac or 
Windows personal computer. Other features of 
the Digital Mavica include a lOX optical zcxjm 
lens, and pre-programmed settings for differ- 
ent lighting conditions, to help ensure the 
highest quality photos. There are also several 
in-camera photo image processing options; 
monotone, sepia, negative art. and pastel. 

With the new, higher resolution and 
highly featured digital cameras costing in the 
$1,0(X) to $1,300 range, there is likely to con- 
tinue to be a strong demand for the older, low 
resolution models, which now cost as little as 
$450. However, the new hi-res cameras are 
sure to begin declining in price and increa.sing 
in market share in 1998. 

For more information, contact Sony of 
Canada Ltd. at (416) 499-1414 or http:// 
www.sony.com; Epson at htIp://www,epson. 
com or 1-800-463-7766; or Agfa at http;// 
www.Agfahome.com, or (416) 241-11 10. 


Gaming platforms are hot 

It's a computer game! No, it's a video game! 
Computer game! Video game! It's two, two, 
two gaming markets in one! 

For over a decade, there have been two 
consumer markei.s for interactive entertain- 
ment software: the video console market 
(Nintendo. Sega and more recently, Sony), 
and the personal computer market (mainly 
MS DOS/Windows.bul also, to lesser 
degrees. Apple Mac. Apple II, Commodore 
64. Atari and Amiga). 

I n the 1 997 holiday market, competition is 
settling into two camps: MS DOS/Windows 95, 
and 64-bit 'next-generation' video consoles. 
Surprisingly, though, both of these two radi- 
cally different platform types — the high- 
powered, general purpose multimedia family 
PC, and the tiny, single purpose console that 
hooks onto the family TV set. are increasing- 
ly being found in the same households. On 
the personal computer side. 1997 has seen a 
large-scale move by the FC? games publishing 
industry to the Windows 95 operating system, 
finally giving up on MS-DOS as the preferred 
operating system for high performance PC 
games. The rapid increase in the power of 
1997's Windows PCs. with Pentium MMX 


technology, cheap RAM, and high-speed 2D 
and 3D graphics acceleration has combined 
with the games oriented features of Windows 
95 to make the PC a very powerful gaming 
platform. As Don Myles, head of IBM 
Canada's PC operation recently commented, 
"the application driving high performance PC 
technology i.s 3D games like Doom." 

On the video game side of the market, 
Nintendo has made the biggest splash in the 
Canadian market. The Nintendo 64 system 
has sold about half a million consoles in its 
first nine months in Canada, the most success- 
ful launch of a computer games system in his- 
tory. Sony's PlayStation has also sold several 
hundred thousand units, and the Sega Saturn, 
though lagging behind the other two major 
players, has also seen considerable success. 


Although the PC and video game soft- 
ware sales channels lend to be separate, the 
end-users overlap a lot. Many families find 
that a video game machine, at less than $200 
for the hardware, is a cheap way to add addi- 
tional computing power to the household, 
freeing up the 'real' computer for home office, 
educational and Internet use. The new video 
games machines, particularly the Nintendo 
64. have .speed and 3D graphics performance 
that equals or betters even a high end Pentium 
MMX PC. Many PC software publishers use 
the hottest titles on the games consoles as the 
benchmark to judge the performance of their 
latest computer titles against. "Better than 
Nintendo 64" is the proudest, usually exag- 
gerated boa-si of the PC games publisher in the 
1997 Christmas season. 


Canadian groups prepare for research infrastructure 

(NB) — The Canada Foundation for Innovation (CFl), a governniciu-backcd corporation, and 
the Canadian Network for the Advancement of Research, Industry and Education (CANARJE) 
Inc., a consortium of private firms, universities, and the federal government, have announced a 
joint project to seek ways of developing a new information infrastructure to support research. 
Guided by a steering committee made up mostly of academics, the group will hold five region- 
al workshops in the next few months to discuss research issues, then put together a set of rec- 
ommendations to CFI and CANARIE. The focus will be on advanced networking infrastructure 
to support re.search. 
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SCIB '97 show highlights upbeat Quebec IT market 


Conide\/SClB '97, held al ihe Palais 
des Congres in Montreal I'rom Oct. 7 
10 9, provided a showcase for much 
of the latest and greatest that the 
Canadian high-tech industry has to 

It also served to demonstrate the 
growing importance of computer and 
telecommunications technttlogy as an 
engine of growth in the Quebec econ- 
omy- Al a lime when Quebec is strug- 
gling In overcome 
ihe persistent drag 
on business confi- 
dence caused by the 
national unity ques- 
tion, tin Montreal, 
signs of recent eco- 
nomic progress sit 
side by side with 
numerous 'for rent" 
and "for sale" signs), 
the information tech- 
nology industry is a 
bright light. The 
1997 SCIB show 
featured major prtxl- 
net releases from in 
dors such as Epson. Xerox. Agfa, and 
Sony as well as from Quebec-based 
firms such as Protce and MakisnI'l. 
Veteran observers commented that 
under the Comdex banner, SCIB has 
consistently improved in both the 
quality and quantity of attendees tmd 
exhibitors in recent years. Exhibitors 
such as -ICom, Novell. Claris and 
Adobe showed their latest products to 
good crowds, and most of the 
exhibitors CCW talked to indicated 
that interest from both resellers and 
end users was strong. 

Topically, when major conipuler 
industry execs stand up to make pre- 
sentations at a trade show, their main 
fear is that Murphy's Law will con- 
spire to cause the presentation soft- 
ware or Internet technology they are 



using to fail, al the most embarmssing 
time. Al Monlrcars SCIB. however, it 
turned out that die principal gremlins 
wore political and linguistic in nature. 
The first keynote speaker. Siephane 
Vaillancourt. vice-president of infor- 
mation highway and multimedia for 
Bell Canada, was scheduled to pre- 
sent his remarks in both French and 
English. He delivered a fine speech in 
French only, describing in glowing 
lerms the reality and 
the potential of using 
networking, the Inter- 
net. and videoconfer- 
encing for applica- 
tions as diverse as 
banking, telemedicine 
and education, Un- 
ftirtunaiely. technolo- 
gy for communicating 
a translated English 
version of his remarks 
for English attendees 
and joumaiisls was 
not deployed for this 
event, leaving part of 
the dark abtiul what 
had been said. The second SCIB '97 
keynote, delivered later that day by 
Corel founder and CEO Michael 
Cowpland in English only, similarly 
failed to provide a French version for 
the unilingua! French attendees. And 
Cowpland managed to refer several 
limes to French as a "foreign lan- 
guage” when asked a question about 
French-Canadian versions of Corel 
software lilies. 

But SCIB '97 showed that 
Quebec is a world class creator of, 
and market-place for new technolo- 
gy, where the partnerships between 
government, manufacturers, end- 
users and the reseller community are 
serving to make Quebec a successful 
competitor in the new national and 
global economies. 


1- the audience it 


Yahoo! acquires Fourll, begins free E-mail service 

(NB) — Yahoo! Inc., operator of several major navigational guides to the 
Intcmel. has signed an agreement to buy Foiirl I Ctirp., a privately held com- 
pany that offers on-line directory services and operates the RockelMail free 
E-mail service. As a result of the deal, Yahoo! Is immediately launching its 
own free E-mail service. Yahoo! mail, based on RockelMail technology. 

Yahoo .said it will .sec a US$4 million charge associated with the deal in 
its fourth quaner results. It said it expects the deal to he completed in the 
fourth quiirter after a number of conditions have been met. 

The new Yahoo! Mail service has already been launched and is available 
on the World Wide Web al hllp;//mail.yahoo.cDm. Wt 
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Takes only 2 feet of floor space - fits In the tightest locations. 

AU TITLES AT ONE LOW, PROFTTABLE PRICE 

Impulse selling price - high margins - one low cost - making high profits has 
never been easier! 


IT ALL WORKS TOGETHER - 
TO MAKE YOUR E 


lategories - Complimentary 
Low Price - High Profits - 
I Distributors woridwide are 
id superb profrtabiiity they 



MAKE SOME REAL PROFITS TODAY- 

THE EXPLORE THE WORLD OF SOFTWARE WAY! 
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Canadian university owns 
'software engineering' 

(NB) — Faced with opposilion from profes- 
sional engineering societies to its use of the 
phrase “software engineering” in a course 
description, Memorial University of 
Newfoundland has taken out a Canadian 
trademark on the phrase. 

Memorial was granted the trademark in 
July, university spokesperson Peter Morris 
said. He said the university does not intend to 
be heavy-handed in enforcing its trademark 
rights, but "in essence. Memorial University 
owns the phrase." 

Obtaining the trademark was a tactical 
move fay the university in a dispute with the 
Society of Professional Engineers and 
Geophysicists of Newfoundland and the 
Canadian Council of Professional Engineers, 
which have applied to the Federal Court of 
Canada to stop Memorial using the term 
"software engineering” to describe a program 
given by its computer science department. 

Dennis Abbott, communications manag- 
er for the Canadian Council of Professional 
Engineers, said: "the use of the term ‘engi- 
neering’ is strictly within the domain of the 
registered professional engineering organiza- 
tions." The associations are concerned that 
principles of professional engineering might 



not be applied appropriately in courses given 
outside a school of engineering, he said. 

Morris, however, described the engi- 
neers' position as "an unnecessary intrusion 
into university governance.” He said univer- 
sities across Canada are backing Memorial's 
position. 

It is not clear whether the case will actu- 
ally go to court or be settled otherwise. "We 
could be headed to court,” Morris said. “I'm 
not sure that we are headed to court." 

The dispute over the use of “software 
engineering" to describe software design and 
programming work is a long-running one. 
In Canada and elsewhere, engineering associ- 
ations have repeatedly objected to the term’s 


ITC ruling may lead to NEC Canadian supercomputer centre 


(NB) — Slung by the U.S. International 
Trade Commission's decision that it is dump- 
ing supercomputers, NEC Corp. is thinking 
of setting up its own supercomputer centre to 
offer services to customers in the U.S. from 
outside the country’s borders. 

Canada appears to be high on 
the list of possible sites. 

In late September, the 
ITC ruled by a chree-to-noih- 
ing vote that NEC and two 
other Japanese supercomputer makers — 
Fujitsu Ltd. and Hitachi Corp. — have been 
selling supercomputers in the U.S. market at 
well below cost. The government commis- 
sion impo.sed a 4S4 per cent antidumping 
duty on NEC. and tariffs of different amounts 
on other Japanese supercomputer makers. 
The ruling resulted from a complaint by Cray 
Research, a subsidiary of Silicon Graphics 
Inc. and a maker of supercomputers. 

The decision ’’effectively closed the 
U.S. market to foreign supercomputers,” said 
Samuel Adams, a spokesperson for NEC's 
U.S. sub.sidiary HNSZ Supercomputers, said. 

So, Adams said, NEC and HNSZ are 
reviewing their options and are looking seri- 
ously at setting up “some kind of data centre 
somewhere outside the United States." Such 


a centre would be able to sell capacity on 
NEC supercomputers to customers in the 
U.S. and elsewhere. 

No decisions have been made on 
whether to open such a centre or where it 
would be. Adams suid. 
However, he agreed that 
Canada is high on the list of 
possibilities, and would be an 
ideal location for reaching the 
U.S. market. 

Toronto is the home base for branches of 
most multinational technology companies 
operating in the country and thus an obvious 
site. However, Montreal might also be a con- 
tender a.s NEC already has a small supercom- 
puter business there, focused on supporting 
and maintaining an NEC supercomputer that 
belongs to the Atmospheric Environmental 
— Service. Canada’s weather forecasUng 
agency. 

Supercom signs Matrox deal 

Matrox Graphics Inc. has announced a manu- 
facturing and distribution agreement with 
Supercom Canada. 

Supercom will integrate Matrox prod- 
ucts into the Touch Brio, DTK and Acer Open 
systems manufactured by Supercom. 


NEC 
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Sea Change will distribute 
SmartCate security 

A recent agreemeni will see Sen Change 
Corp. distribute the V-One Corp. SmanGaie 
client-server security product in Canada. 

The product combine.s authentication 
technology with encryption and application- 
level access control. Sea Change claims the 
product can be deployed to an unlimited 
number of users in just seven minutes, using 
the product's on-line registration/dynamic 
enrollment process. 

Filbitron scores large 
pen contract — Cheers! 

Markham, Ont. -based mobile pen computing 
company. Filbitron Marketing Corp., has 
won a contract with Brampton. Ont.-based 
Bacardi-Martini Canada Inc., a producers of 
spirius, beer and wine. 

The half-million-dollar contract 
replaces a paper system and involves the use 
of Fibitron's pen-based WriteTrac system for 
Bacardi sales reps. They'll he able to access 
customer accounts and product information 
on the road, and take inventory, record orders 
and transmit orders via a modem. 


SAP Canada active, under new president 

There's plenty cooking at SAP Canada Inc. 


233MM)(&XG^! 


under the leadership of new president Robert 
Bcauchemin, who stepped up to the job this 
summer, after serving as vice-president of 
operations for SAP. SAP Canada is a sub- 
sidiary of Germany’s SAP AG, which pro- 
duces high-end client/server-based bu.siness 
upplication.s for use in corporations and mis- 
sion-critical environments. 

Bcauchemin 's new position necessitated 
a relocation to Toronto from Montreal, but 
Montreal too now reports an SAP gain, as 
that city is hosting a new research and devel- 
opment centre which will initially be staffed 
by 10 employees who will work on Canada- 
speciHc product, customization and precon- 
figuration. said Beauchemin. during a recent 
stop in Calgary. He said Ihe Montreal R&D 
centre will also seek to get a world mandate 
for certain SAP product development. 

SAP has also opened a call centre in 
Moncton. N.B., for bilingual toll-free cus- 
tomer support, employing another 10 people 
initially. Beauchemin said then-premier 
Frank McKenna was instrumental in person- 
ally persuading SAP to consider his 
province’s technical 
and human resources 


for the SAP Canada 
Help Desk. 

Those jobs are 
pan of 80 new jobs 
SAP plans to create 


stronger commitment to 
our customers." said 
Beauchemin- The three 
focuses for the company 
are: people, product and 
processes, he said, A key 




f that > 




before year-end. The 
current staff total is 
325. up from 200 
employees, as of 
Jan. I. 1997, "We 
have a definite strat- 
egy, for a much 


Accelerated SAP (ASAP), i 
cent of installations are no 
less than nine months. “This is good m 
He said Sony Canada’s SAP implementation 
took seven months, and an implementation at 
the Canadian Space agency was completed in 
eight weeks. 

Particular focus industries for SAP 
include: the public sector, oil and gas. utili- 
ties, telecommunications and healthcare. 

Former SAP Canada president Bryan 
Plug is busy as the new president of Pandcsic 
(htlp://www.pandesic.com) — a joint venture 
between SAP America Inc. and Intel Corp., 
offering electronic commerce solutions to 
busines.s. 

SAP's Canadian Certified Business 
Solution providers include: FinTech Services. 
Optimum Software Solutions, Primonics Inc., 
Ernst & Young, Anderson Consulting, 
Dcloittc and Touche, and OmniLogic. 

Also in Calgary, at the DocuWorld '97 
show in October, Xerox Canada Ltd. said it 
had teamed up with Ottawa's JetForm Corp. 
and BGR Consulting, of Toledo, Ohio, to 
introduce a solution for SAP customers look- 
ing to create "impactful cusiomer-focuscd 
documents." The technology enhances the 
standard SAP layout sets by adding field tags 
to the data, says Xerox, The intended result 
is to allow formatting adjustments such as 
adding logos, boxe.s. shading or barcodes, to 
be made without SAPscripi programming. SI* 


Contact: The Editor 


Please mie 

The Editor. Canadian Compatai Wholesaler 
Cenedian Qvrpjtsr Wholesaler welcomes 40B - S3 Atlantic Ave., 
your (xiinions on currant issues in the mar- Toionlo. Ontario M6K 3J8 
kel, plus your feedback on out publication. Fax: Hie) 586-857 E-mail. ccw®tcp.ca 
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and feature topics for Canadian Compuier Associate Editor- Jeff Evans 
WholesBiar. Feel free to contact the edi- Call: 1416)535-8404 

tdis directly with your suggestions Fax 1416)588-8574 
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DRIVING CONDITIONS HAVE 
IMPROVED DRAMATICALLY. 





More drive. 
More reliability. 
More range. 


Samsung’s commitment to 
manufacturing the world's 
best storage solutions is 
bolstered by its new disk 
drive facility, capable of 
producing over ten million 
disk drives per year. 
Samsung's commitment to 
quality is backed by a 3-year 
replacement warranty. Our 
high performance hard disk 
drives provide your 
customers with more. 


Simply More. 
Simply Samsung. 
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Now that Apple has ended iLs cloning "exper- 
iment" by acquiring the assets of Power 
Computing, many resellers expect more 
change.s in the channel. With the Mac doners 
out of its way, what’s next in Apple's bag of 
tricks? Only Steve Jobs knows — and he’s 
not talking, at least not yet. Meanwhile. 
Apple U.S. is urging its retailers to create spe- 
cial areas within their stores devoted solely to 
Apple products. In addition, the company 
reiterated its commitment to doing business 
only with retailers who demonstrate a serious 
focus on Apple products. Some see that as 
lower sales potential combined with 
increased effort and expense. It doesn't take u 
Gil Amelio to figure there's turmoil in 
Apple's reseller channel. 

Fallout — Apple Style 

The recent (and most nasty) round of channel 
problems really .started in 1993 when Power 
Computing and Radius were awarded the fust 
Mac OS licences. 

Although Radius later sold its license to 
UMAX Systems, Power Computing started 
shipping its first Mac clones in May 1995. 
About a year later, the company's sales began 
to take off. Other licensees of the Mac OS 
were added but none hud the success of 
Power Computing. 

To hear Apple's side of the story, Power 
Computing succeeded only by cannibalizing 
existing Mac sales, not in expanding llte 
Macintosh murket as was originully intended. 
By the time Apple took action, the company 
estimated that Power Compuling was ship- 
ping US$400 million in product per year. In 
fact, according to independeni research group 
Dataquesi, Power Computing alone account- 
ed for nearly 10 per cent of the entire Mac 
market. This was bad not only for Apple hui 
also for its resellers since Power Computing 
had grown its business using a direct sales 
model. Things got worse for Apple by the end 
of the second quaner of this year, in which 
the company says 25 per cent of all Macs sold 
were clones. What’s worse, many of these 
computers were high-end systems, such as 
ones destined for Apple's profitable graphics, 
video and publishing markets. Although 
some Mac doners such as Motorola used the 


existing reseller channel, most of the clones 
were sold directly, causing more channel dif- 
ficulties. With these high profit machines 
continuing to leave the channel, many Apple 
resellers added other product lines to stay 
profitable. 

For over a decade Toronto-based Elm 
Street Appland had been an Apple-only store- 
fronl reseller. Recently though, the dealership 
added Compaq and Hewlett-Packard to its 
offerings. “At one point Apple had the chan- 
nel everyone else wanted," explains David 
Pong, a partner at the company. "Then Apple 
brought on the super stores and mail-order 
companies. A |lraditional| dealer can't afford 
to deal with mail-order,” 

Small dealerships aren't the only ones having 
problems with Apple. The Vancouver-based 
Future Shop chain is no longer selling Apple 
equipment after it came to mutual agreement 
with Apple Canada a few months ago. 
Although Future Shop spokesperson Eric 
Ommundsen declined to elaborate, rumours 
persist that die decision was made because 
the company would no longer receive first 
crack at Apple's end-of-line inventory prod- 
ucts. Without access to the produces it needed 
for its aggressive sales strategy, Future Shop 
exited the Apple market. 

Does all this mean resellers should give 
up on Apple? ‘‘No,” according to Elm Street's 
Pong. “We've always believed in Apple and 
we always will carry the products. It's just 
that now we're hedging our bets." 

Albert Daoust, a computer industry ana- 
lyst at Evans Research Corp.. is less guarded 
about Apple's channel dalliances. Daoust 
says; “Apple has let a lot of people down on 
the cloning issue." He cites the recent closure 
of Vancouver-based Veriegri Research as a 
good example of how Apple is shooting itself 
in the foot. Vertegri was the first to market 
licensed PowerBook clones in the form of the 
imediaEngine v5. Business was booming and 
orders were coming in. Then the problems 
started. 

When Apple announced it would curtail 
clones. Motorola (Vertegri’s supplier) exited 
the clone business. Vertegri went into limbo 
when it couldn't produce laptops based on 
Motorola's licensed MacOS technology. At 



press time, CEO Paul Gossen couldn’t be 
reached for comment because the company's 
phones had been disconnected with no for- 
warding number. The company did issue a 
press release slating the Apple amiouncement 
to limit cloning caused investors to "pull 
financing." 

Hie Short-Term 

Whether cloning would have been good for 
resellers and customers in the long run is a 
question likely to be debated for years. What 
is for certain, however, is that until Power 
Computing and other clone makers such as 
Motorola clear out their old inventory, the 
marketplace will be glutted with excess sup- 
ply. This will drive prices lower — at least in 
the short run. 

Meanwhile. Apple is sending out people 
to educate resellers about Macintosh prod- 
ucts. Apple's U.S. sales channel is also con- 
sidering a slew of other initiatives including 
lowering the sales volume bar to be an Apple 
dealer (from USS20 million to US$2 million 
annually), lowering inventory levels, and 
changing how co-op dollars are .spent. None 
of these change.s are set for Canada, however, 
and an Apple Canada spokesperson says that 
it's business as usual here, n* 

David Rosi/n is a Torrmlu-hased jownaiUl 
who specializes in hifih-lechnolog}' reporting. 
He can be reached at DavidYYZifiaol.com. 


Apple posts loss 

Apple Computer Ino. has announced a net 
loss for the quarter ended Sept. 26. of 
USS16I million. It would have been a USS24 
million loss before die inclusion of restruc- 
turing charges and the Power Computing 
purchase. That's compered to a net profit of 
USS25 million this quarter last year. 
Flevaruas for the quarter were USSI.6 bil- 
lion. down 30 per cent from the fourth quar- 
ter a year ago. 

In other news, both Oave Menovrch, senior 
vice-president of international sales, and 
Jamas McCluney, senior vice-president of 
worldwide operations, have left Apple to 
‘pursue other interests.' 
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At Ingram Micro, we offer the broadest selection in 
the industry - more than 550 manufacturers and over 


32,000 products. We have what your customers need. 


Don’t take our word for it 
give us a call and see for yourself 
why we’re Canada’s largest 

microcomputer 

distributor 


Ingram Micro also offers a staggering array of services 
and programs, including technical educatit)n, flexible 
financing options, same-day shipping, Saturday sales, 
trade-in programs, and on-line product availability and 
ordering through our www.ingrammicro.ca website. 
And our leading publications and events will keep 
you informed about industry developments. 

For resellers with unique needs, Ingram Micro has 
formed smaller, specialized divisions to provide 
dedicated sales and marketing support. Whether 
your business is focused on the retail channel, 
technical products, Macintosh products, data 
storage, or more, we have dedicated resources to 
help you get the most from us. 

INGRAM 


1 800 668 3450 

P.Q. 1 800 361 0667 B.C. 1 800 663 0960 

www.ingrammicro.ca 
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Oracle Message Gathers Momentum 


by Grace Ccisselman 

A crowd of more than 20.000 
Oracle fans and Oracle-curious 
swarmed the overheated city of 
I I I Los Angeles in late September 
I* - for OpenWorld, tuning into the 

latest surrounding the OracleS database and 
all things Network Computer. 

There, a significant agreement on the 
OracleS front was unveiled, as a licensing 
deal was announced with Tibet) Software Inc. 
through which Oracle will embed Tibco's 
T!B/Rcndezvous publish/subscribc messag- 
ing software into Oracle's products. 
According to Oracle, this kind of technology 
frees up network bandwidth by sending a 
message once to multiple users, rather than 
multiple copies simultaneously. U.sers get 
information as an "event" happens, whether 
that's a financial transaction or a process 
change, without having to ask for it or know- 
ing where that data resides. Krish 
Bharagavan, product marketing manager for 
Ttbeo. explained the technology can be used 
in many ways. It can broadcast information, 
send an alert to select users across a network, 
or make a nece.ssary change in an application 
in a network computing environment. 

In a statement. Mitchell Kramer, analyst 
at the Patricia Seybold 
Group, said: "Widespread 
use of puhlish/suhscribe 
technology signals the 
beginning of a new era in 
enterpri.se computing 
called business event pro- 
cessing. Networked soft- 
ware applications will 
now be able lo transmit 
important business events automatically from 
the database to other applications and to ii.ser 
desktops, rather than forcing the receiving 
applicHlion lo repeatedly reijuesl information 
of corporate database or other software appli- 
cations." 

And Fujitsu Ltd. is developing a 
COBOL cartridge lo include with Oracle Web 
Application Server, .starling with the next 
release. The result will be the ability to 
exploit legacy COBOL applications in the 
development of Intcmel and intranet systems. 

Oracle just released cjuarlerly results for 
the quarter ended Aug. 31. With revenues at 
US$1.37 hillion, the company saw 30 per 
cent growth over the same quarter last year. 


Net income increased 33 per cent to 
US$149.8 million. 

In other news, Oracle Corp. has 
announced the Oracle Authorized Reseller 
program, which the company says is designed 
to sell Oracle solutions into the "general busi- 
ness market." In Canada, alliances sales man- 
ager Katie McLean said: “We wanted to 
extent our reach lo the broader market, 
beyond the lop 250 businesses in Canada. Our 
goal is to reach more customers and provider 
our cu.stomers with better solutions.'' 

To qualify, resellers must maintain cer- 
tain revenue and participation requirements, 
says the company, such as running a mini- 
mum of one lead generation campaign and 
marketing campaign per year: and maintain- 
ing an Oracle demonstration environmenl. 
(McLean said that revenue amount in Canada 
hadn't yet been set, at press time.) The pro- 
gram provides these authorized resellers with 
"an increased level” of Oracle resources, 
iraining. education, sales and marketing sup- 
port. and customer leads. 

Current Oracle Authorized Resellers or 
OARs. include: GE Capital. Onyx, Arqana 
and CAC. McLean said the company expecLs 
to .sign about 12 OARs in Canada this yenr. 

And Oracle is definitely big on Java. For 
example, the company announced JDBC dri- 
vers for the Oracle database, and said iis 
Oracle Enterprise Manager product is being 
rearchitected in Java for distributed manage- 
ment of multi-tier environments. A.s well. 
Personal Oracle Lile 3.0, which is currently in 
beia. supports a range of Java features, includ- 
ing: Java access classes to let developers cre- 
ate classes that store the stale of Java objects; 
native JDBC access; Java stored procedures 
and triggers; and a Java object brow.scr. 

Oracle is. of course, ever-fierce in the 
promolion of ihe Network Computer. And to 
some, at least, the message is gelling through. 
Stcphanc Dodier. president of Montreal- 
based Oracle technology consultant Orisofl. 
was in attendance at OpenWorld. He said a 
year ago. people weren't thinking tt lot aboul 
the Network Computer concept. But today, he 
said, as corporations are looking for manage- 
able PC alternatives and .secure environ- 
ments. NCs are viable options. "We’re devel- 
oping a lot of systems to work with Network 
Computers. NCs are not just one company. 
It's Sun. IBM, Oracle, Netscape... wanting to 


(lower the cost of computing). We are all 
together against Bill." 

"The NC i.s an idea that is just now two 
years old," said Jonathan Tice, senior market- 
ing manager for Oracle Corp. Canada Inc., of 
Mississauga. Oni. "A large amount of 
momentum has now been generated." And he 
said demo models of NCs based on the 
Network Computer Inc. (NCI) specifications 
are just now being launched into Canadian 
corporate environments 
for evaluation. 

"How can we be in 
an information age when 
70 per cent of American 
families don't have com- 
puters?" began Larry 
Ellison, Oracle CEO. in 
Larry Elliscm (,is keynote address. 

Beiocaiecornpiautv. .,1 

With NCs appearing as 
cheaply as RCA’s US$295 device. Ellison is 
belling that Oracle will have a role in chang- 
ing lhal ratio. "PCs are incredible engineering 
devices. And they're absolutely incredibly 
enormously complex. We need to relocate the 
complexity off the desktop and relocate it 
back into the network where it belongs." 

Oracle is heading into the schools to 
help spread the message of network compul- 
ing. For example, Oracle announced il would 
provide NCs lo the 100 most economically 
challenged schools in California. Rrsl off in 
that effort was the George Washington Carver 
Middle School in Los Angeles, where NCs 
are initially going into five classrooms. 

"You don'l really get il. until you sit 
down beside one of these kids and say; 'What 
are you learning?"' said Ray Lane, president 
and chief opeiating officer of Oracle, at a 
press lour of the school. 

"This is a great opportunity for us lo 
learn more aboul all different kinds of sub- 
jects." Sandra Hemadez. a 12-year-old stu- 
dent at the school, told visiting media. "I 
want lo be an astronaut and think these com- 
puters are going lo help me a lot in my stud- 
ies now and in the future." 

Oracle said il also phms lu sponsor net- 
work computing in the Canadian education 
system, but no details were announced, tM 

Grace Ccisselman is Editor of Canadian 
Comitiiler Wiwlesaier and can he reached at 
gracec®nelcom.cit. 




Larry Elliscm 
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I! i • 


83X more cejp^jcijiy 

tllhKww 1 il'j'jpy! 


• Fits in your 3.5" drive bay 

• Easy-to-instail ATAPI IDE interface 

• 5X faster than standard floppy 

. Takes your old 720KB & 1 .44MB 
3.5" diskettes 

• Perfect for backing up or 
transferring large files 


Toll-Free Tech Supported by 
Digital Reseorch Technologies 
Drive Manufactured by Mitsubishi 




Preferred Media: 


Beautiful retail 
box includes: IDE 


Dl..rib.,.db, 

TECHNOLOGY 


Voice: 41 6-499-4707 • Toll-Free: 1 -888-218-4968 
Fax: 416-499-6103 ■ E-mail: sales@linkup.on.ca 

h_l_f_p ; / 7 ' / w . I i n k y_t:: . v :i_. . • 

Regional Alsirihutors welcome!! 


All pnsdvict nam»c 


YOUR OHIE-STOP SOURCE! 


Broad Selection • Competitive Prices • Brand Names 


SCEPTRE SOUNDX 5500: SOUOWX " 



SCEPTRE SOUNDX 4500: 


• 12.1” SVGA TFT Display 

• 128 bit Accelerated Graphics 
‘ Advanced Modular Design 


"This system was a great performer on 
our tests, garnering the round ups highest 
graphics and processor scores." jan. 21, 1997. 


233 MHz Intel Pentium® 

Processor with MMO™ 

Technology 

13.3" TFT XGA Display 

(1024x7681 


• 128 bit Accelerated Graphics 
(16.7 M Color) 

• 48 to 144 MB EDO RAM 

• 3 GB Hard Drive 

• 16x CD-ROM 


SCcPTRc' 



LAPRD Marketing Corp. 

Dealers 120 - 3771 jacombs road, Richmond, b.c. vbv 2M5 tel: (bo 4 ) 231-1628 fax; ( 604 | 231-1626 
Wanted Web Site: http//www.lBpro.com 


Dealers 

Wanted 









Expand Your Capabilities! 

(without collapsing your checkbook) 




When it comes to number 
crunching, data processing, 
information storing, graphics 
generating, presentation 
fala.sting performance, Sceptre 
notebooks rock! 

These Sceptre notebooks, from 
the extreme-performance/ 
extreme-value 54500 featuring 
a 166 MHz Intel Pentium® 
Processor with MMX'“ 
technology to the ultra extreme- 
performance S5500 featuring a 
233 MHz Intel Pentium® 
Processor with MMO'“ (Intel 
Mobile Module) technology, 
come with these features: 

• Intel low voltage mobile TCP Processor 
and system controller chipsets 

• 2 Type II / 1 Type 111 PCMCIA slots 

• Built-in stereo sound 

• 9-cell Lithium-Ion battery with built-in 
remaining life indicator 

• Microsoft Windows 95 installed 

• Industry standard security lock ready 

• IrDA 1.0 Standard compliance 

• One year warranty 

Options for Your Soundx 

• 33.6k Fax/Modem 

• lO port replicator 

• Auto hot docking station 

• Extended warranty 


To get you hands on one of these capability 
expanding machines so you too can rock, call: 

888 - 580-5588 

Check out our website at: 
www.sceptretech.com 

See us at Comdex 97. Booth # S3538 



The First, The Best, The Only 


CHANNEL UPDATE 


Muddy waters 

Canadian channels grow more convoluted as players 
diversify, seeking competitive positions. 


Philosopher Charles Taylor writes that in the modem age in 
Canada, citizens can with ease lay claim to multiple and competing 
identities. 

The same description might be applied to ihe computer indus- 
try. where the various channels of distribution and resale of products 
are starting to “overlap.” says Tony Olvet. manager for Canadian 
channels research for Toronto-based market research firm 
Iniernaiionul Data Corp. (Canada) Ltd. 

In other words, there are: PC manufacturers selling directly to 
end-users or setting up build-to-order programs via the reseller and 
distribution channels; dLstributors becoming more specialized and 
“value-added;" and application-oriented resellers turning to more 
lucrative opportunities in systems integration. 

“Their nerves are frayed. It is like someone 
going through an unhappy time in their 
marriage.” 

— Alheri Diumsi 

All this talk of change and adjustment just means a lot of 
headaches and much worse for resellers, says Albert Daoust, an ana- 
lyst with Toronto-based Evans Research Corp. "Their nerves are 
frayed. It is like someone going through an unhappy time in their 
marriage." 

Build-io-order programs on the surface appear to involve the 
rc.scllers. unlike the direct selling strategy staked out by Dell 
Computer and other vendors where their role 
is non-existent. But the perception is strong 
among VARs and retailers that they are like- 
ly to be adversely affected over the long 
term. Once build-in-order is firmly estab- 
lished. adds Daoust, "then it becomes easier 
to bypass resellers.” 

Others like Michael O'Neil, senior vice- 
president at IDC Canada, sugge.st that Ihe 
build-to-order model, developed by major 
PC vendors in the U.S.. is dependent upon 
large resellers being central to the process. 

But here in Canada, he adds, “there are very 
few resellers who have the resources to do 
this kind of a.ssembly.” 

Distributors in Canada are still scratch- 



Direct >s. Indirect 

. -. PC Products 



T6iar'PCj^endfe^j=i$j^ Ijl^n 


ing their heads and trying to figure out how 
huild-to-order. with its promise of next-day deliv- 
ery of a system to an end-user, can actually work in the Canadian 
market with its scattered population and lack of available manu- 
facturing facilities, adds Daren Khatib, director 
of the technical sales group for the Mississauga. 

Oni. -based Tech Data Canada Inc. 

In terms of the consumer and small business 
end-u.ser market. Ihe slate of the channels are 
“extremely unhealthy and dysfunctional.” 
according to Susan O’Dell, president of ihe 
Mi.s.sissauga. Ont.-bused Service Dimensions Inc. 

PC vendors are considering various routes 
including direct selling and build-to-order; while 
retailers in turn may drop certain product lines, 
she says. "I think we are going to see some .shifts of this kind in Ihe 
next year to 18 months," says O'Dell. Yet. she adds, vendors who go 
direct have to appreciate “it is a skill-set they do not necessarily pos- 
sess." Staying in sync with the customer is something ihal Del! 
Computer, the most successful practitioner of this model, look some 
time to learn. 'They went through some pretty rough patches (at 
first)." 

PC vendors have undertaken price-cutting in rc.sponsc to pres- 
sures from Dell, which can afford to directly sell its PCs at 15 per 
cent below what its competitors charge by avoiding distributors and 
resellers altogether, says Daoust. 

Manufacturers, he adds, are all over the 
map on the direct-selling model. 

IBM. which has sold almost all its prod- 
uct on a direct basis at some point or other "is 
increasingly turning sales over to channel 
partners.” In Ihe meantime, while Compaq 
has never shown any indication of going this 
way in Canada. NEC and Apple have recently 
announced their intention to go direct. 

But in the latter's case, according to the 
Evans analyst, it stems from “Apple dealers 
gelling new product lines because they are 
spooked by all the news about Apple (regard- 
ing its financial situation). ” 

Here again. IDC Canada pokes a big hole 
in this perceived trend. Its latest voluminous 
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SUPERMICR#® 

A board vou want 
to call Mother! 




Siipermicro P6DLS 

Dual Pentium II 233/266/300/400 MHz 
AGP & 100% compatible with 2940 UW SCSI 
Supports remote modem power on 



8C801-S 



Evercool 

Full range of high quality ball bearing 
cooling fans you can count on 



Harmony Modems 

Complete faxmodem product line solution 
56K & 33.6 ASVD full Duplex Faxmodem 
Made In USA with 3 year warranty 



SC'701-S 

come with redundant Cooling System 


SC601-S 

I Hot Swap redundant power supply 


Also available: 

Keytech Keyboard & Mouse, Meon Motherboards, Dasher Computer Cases, Ball Bearing Fans 


Dashers Technology Corp. 

140 Bentley St, Markham, Ont. L3R 3L2 
Tel: (905) 415-0436 Fax; (905) 415-0966 



CHANNEL UPDATE 


research on channels demonstrates that indirect 
channels generated 75 per cent of revenues in 
the information technology in this country. 

Also, channel usage is increasing among the 
largest IT vendors and large firms earned "pro- 
portionally more revenues from channels." 

"VARs will never disappear, just 
evolve." says Olvet at IDC Canada. His orga- 
nization expects VARs this year to experi- 
ence an upsurge in revenue growth of just 
under 10 percent, with the integrators among 
them demonstrating major gains of 20 per 
cent; while their application-oriented coun- 
terpart.s lose money, part of a process of flat 
or negative growth over the last two years. 

Not surprisingly, he notes, "a lot of applica- 
tion VARs are becoming integration VARs." 

Olvet is confident that many VARs are “nimble" enough to fol- 
low the prescription for survival, which involves keeping up with the 
market/technology changes, continuous skills upgrading and a focus 
on “moving upstream" in terms of providing valued-added services. 

VARs should also move away from what they do not do best and 
let another channel take it over, says Bob Pritchard, president of the 
Toronto-based R.J. Pritchard & Associates. He sees the value, for 
instance, of distributors taking on configuration. "Many resellers still 
do configuration but they are not good at it. It is more cost-effective 
for them to focus on selling and the customer interface." 


Directors. Indirect 

Somva/e Vtsndors 
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The agency model, where the reseller is 
primarily involved in sales and marketing and 
does not fake ownership of a vendor's prod- 
ucts. has only gained a foothold in the com- 
puter industry; but it may be a precursor of a 
new trend- IDC Canada slates at 21 per cent, 
it is the fastest growing channel in the server 
and workstation sector at least. 

More dire predictions have for some lime 
been aimed at the broadline, high-volume dis- 
tributors with their notoriously razor-thin mar- 
gins. although none of the big ones have yet 
keeled over and closed their doors in Canada. 

As major suppliers of reseller credit and 
the sole representatives for hardware and soft- 
ware vendors in the Canadian market, this 
another appears secure. 

Nevertheless, many commentators including Bruce Stuart, presi- 
dent of Vancouver-based Channel Corp. Management believe the future 
of wholesale in the PC industry lies with more specialized value added 
distributors carrying a smaller line of products. The Guelph, Oni. -based 
distributor. EMJ Data Systems Ltd., with its focus on Unix and point of 
sale products, is a much cited example. IDC Canada's research seems 
to bear this out, in an examination of the Canadian market for midrange 
server and workstation products. The technical, value-add distributor 
generated 63 per cent of the revenues in 1996. a jump from only II per 
cent in 1995, while the broad-line distributors experienced a drop from 
89 per cent two years ago to 37 per cent lust year. 

'VARs will never disappear, just evolve." 

- Tony OIvci 

Software is often cited as the Achilles heel for distributors, with 
the increasing likelihood that many packages will be bought directly 
over the Internet from suppliers by consumers. "The 'Nel is ham- 
mering the hell out of the volume portion of the distribution busi- 
ness." says Stuart. But over at IDC Canada, channels watchers 
Michael O'Neil and Steve McHale. counter that it is too soon to 
write off the role of distributors, and resellers for that matter, sug- 
gesting that some brands are too specialized to be suld on-iine. 

Also, with managing software licenses, it may be the di.siribu- 
lors who will take on a greater role. “There are loo many players in 
all the channels," says Elio Levy, president of Mississauga. Ont.- 
based Tech Data Canada Inc. 

It seems these days that the only certain thing about the chan- 
nels — is the uncertainty itself. K* 

Paul Weinberg is a Tonmio-based freelancer who specialized in high 
technology. He can he reached at pweinhg@interlag.coin. 

virus in Sa. Windows is 
Mje* etri dish ofeho/ae on the Internet." -> 

^%c<}rr McNeJy 1 
• Sun Micro-yystems' CEO, at Ora^ OpenWorM 
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DECEMBER 



Ad Closed: Nov. 14 
DistrilHition: Dec. 3 
Festure: Forecast 1393 
Henlware Focus: lopui Devices 
Software Foctjs: EducadonaV 
Edutsinment Software 
lab: Hotre Computers 


JANUARY 98 

Ad Closed: Dec.l2 
Distribution: Jan. 7 
Feature: The Entertainnimt Market 
Hardware Focus: Storage Devices 
Software Focus: Office FhoductMty 
Lsb: Motherboards 



CCWTEST LAB 


The Mty Centdiai MM ficilitir RiM gmanMi miflilil)i rtporli 
■bMit eomgiiHf eqtiipnMnt for Iko CtnirliiH markotplict. 

H yoo waM your prodriM imbpandaiitiy raviawo8 and tha raivRa 
dalivarod ta toaollan aeroaa Canada, yiw ban oaa. 
and oaly oaa. cboica ■ CCW TEST lAB. 


Face 2 Face 

Video Conferencing 


Changing the way the worid communicates! 










Up a Profitable 


Holiday! 


by Diiviel Rosen 


'Tis ihe seasion lo be jolly — espeoiiilly il 
you're a compuier reiiitler. This year sales are 
booming in many compuier siores bin ihe 
best is yet to come: holiday season! Since a 
huge portion of any retail business is generat- 
ed around the holiday season, il pays to plan 

Just what's ai stake'.’ According in 
Albert Daousi. an analyst ai Toronto-based 
Evans Rc.scarch Corp., holiday computer 
shipments can comprise 40 per cent or more 
of Ihe entire year's sale.s. With numbers such 
as these, holiday setison can be a make-or- 
break Opportunity- 

One of the many challenges facing 
resellers this year is that customers are less 
loyal and increasingly willing to drive a few 
miles for a "better" deal. Tliis means they 
won't wait fur you to order an out-of-slock 
item. Guessing what your customers w-ill buy 
is always tricky but doing this during holiday 
lime is even more complicated, b'irst, manu- 
facturers and developers seldom tell retailers 
what they're going to advertise <ind generate 
demand for. Second, inventory management 
during the holidays is problematic since you 
need everything on the shelves within min- 
utes of delivery. Meanwhile, of course, you 
need eveiy person on deck to .sell. 

What to do? Organize now. 

• Run demos and “huw-lo” sessions. Now's 
the time lo invite reps from Ihe hardware, 
software and accessory companies it) spend 
an hour or two on u weekend doing in-store 
promotions. Food stores do this and sn do 
hardware outlets. Il works for them and il just 
might work for you. Don't forget lo let all 
your customers know about the sessions, 
cither through a cu.stomcr mailing or even a 
posting on your Web site. 

• Concentrate on specific markets. Every- 
one is buying for kids during the holiday sca- 
•son so have special paimoiions on kids' prod- 


ucts. David Pong, a partner in Toronto-bused 
Elm Sirecl/Appland suggests keeping a high- 
ly visible display of items at low price levels, 
especially for the holidays. "Under $ 1 0. fmm 
SKI to $2tl and between $20 and $,W arc key 
levels for us." he explains. Also, don't forget 
the small .stocking siuffers that make the hol- 
idays extra special. 

• Decorate for Ihe season! Make some festive 
store signage to showcase your products. Sure 
you can wrap up those boxes with shiny paper 
and tinsel but there's a lot more that can be 
done lo jiiz/. up your store. For example. Paper 
Direct has dozens of tlifferem paper patterns all 
set to go. ( l-8(X»-272-2377). Even if you're not 
a More-front reseller, you can still take part in 
the festivities. Holiday promotions are reasons 
in themselves to contact your customer base. 
Spice up your on-line messages with monthly 
reminders about products you want to pro- 
mote. Gary Smith, president of Apple VAR 
Uniu-'d Computer Rc.sourccs. .suggests having a 
different sales theme every month, not just 
November and December. 

Despite the near-constant threat of a 
postal strike and Ihe high cost of mail here in 
Canada, many resellers .still send out holiday 
greeting cards to their best customers. 
Business Book I l-!i00-5S8-0220l has cus- 
lomixuble holiday cards that you can order 
with your company name, special discount 
offer — or anything else you want. 

• It's important lo select targeted greeting 
images. In most eases, this will mean sending 
non-religious greetings. Many Canadians 
have secularized the traditional religious holi- 
days making them into annual family get- 
togethers. Think “snowmen" and "tree 
scenes" instead of ".Santa" or "Nativity." 

• Create bundles of presents witli all the 
necessary bil.s and pieces. Complete bundle 
solutions are even more effective during the 
holiday season. No one wants to have their 
kid open a present thal they can't put togeth- 
er and use that very day because of u missing 


cable, battery or extra ink cartridge. 

But don't go overboard by including loo 
much in your bundles. Comparison shoppers 
need to see a real value in the bundle el.se 
they'll stay clear of your products. 
Concentrate on a few key items in each pack 
and emphasize their usefulness. Avoid Ihe 
trap into which many compuier advertise- 
ments fall: stressing Ihe product's features, 
but failing lo sell customer benefits. 

• Categorize gift bundles in terms of both 
price and age group. Myles Ke.sien. owner 
of The CD-ROM Shop suggests sorting edu- 
tainment lilies by gaming sophistication as 
well by age. 

• Make gift-giving easy for your customers. 
If you have time (and your margins allow), 
pre-wrap some bundles (leaving a couple 
bundles out for display). This way your cus- 
tomers make a selection, pay for it and give 
Ihe pre-wrapped gift. Two lips: first, ensure 
you use different paper for each gift to avoid 
pricing confusion. Second, keep photocopies 
of the UPC labels on a card by the cash regis- 
ter so that scanning the purchase doesn't 
involve unwrapping the gift. 

• Finally, pul together a package of pre- 
sents that people normally wouldn't get for 
themselves. For example, lots of people have 
cellular phones and laptops but how many 
can collect their email on Ihe go'.’ Would any 
of your business cu.stomers benefit from a 
bundle containing a PC Card modem, a pre- 
paid phone card and a cellular modem kit? 

No matter what you do this .season, 
make it easy for your customers to buy gifts 
for their friends, family and business con- 
taels. If your prices are compclilivc and your 
presentation is well done, everyone will leave 
your store happy this holiday season — 
including you. ID* 

David Rosen is a Toronto-based journalist 
who specializes in high-lechnology reporting. 
He cun he reached at DavidYYZ&aol.cotn. 


26 CANADIAN COMPUTER WHOLESALER November 1997 




M AGIC SERIES 


LC.H. Resoul 
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EXTERNAL SCSI CA! 
WITH P0WER2/4BI 






While the concept of the 
virtual private network 
has been around for a 
while, recent develop- 
ments seem to be bring- 
ing the field into renewed 
focus. And if more com- 
panies scan seeing the 
VPN as a viable solution for their distributed 
operations, it may mean new opportunities 
for VARs and consultants. However, as with 
most emei^ing fields, ihere’s plenty of hype 
along with emerging and often competing 
standard-s. This is sure to keep decision-mak- 

The allure of the VPN comes down to 
the promise of cost savings: the convenience 
of wide area networking or remote access to 
central resources without the expense of ded- 
icated leased lines or other private infrastruc- 
ture and internetwork management costs. 
Companies won’t have to set up a private 
infrastructure because the virtual network 
concept relies on the so-called public infra- 
structure of the Internet. 

You might think somebody's got to have 
some kind of nerve to use secure and Internet 
in the same breath. The unprivate nature of 
the 'Net has to be neiu’ the top of the list of 
concerns that users have, and it's one of the 
main reasons for the reluctance to post things 
like credit card numbers on shopping siies. 
Bui the lack of security is the boogie man that 
the popular press likes to revisit to point out 
the unrulines.s of the Internet. 

In fact, companies have been working to 
secure the 'Net for private uses for years. 
Firewalls between corporate LANs and the 
Internet at laigc is one example. IBM says it 
has been using it.s own Secured Network 
Gateway firewall for several years to protect 
its internal network from incursions by unau- 
thorised outside (Internet) users. 

More recently, other solutions have been 
to improve the security of Internet link-layer 
protocols. We've seen a couple of attempts at 
this. Microsoft has extended the point-to- 
point protocol to .something called the point- 
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lo-poini tunneling protocol, or PPTP. Cisco 
has an alternative protocol called layer-two 
forwarding, or L2F. A draft protocol combin- 
ing the two, called layer-two tunneling proto- 
col, or L2TP, has been proposed. 

Tunneling is the way of securing the 
point-to-point link. By using something like 
L2TP. a secure link is established between the 
ISP and the company's internal network. It's 
secure to the extent that other Internet traffic 
is restricted from using the tunnel. What mn- 
neling doesn't address is authentication or 
data encryption, but other solutions are being 
developed. For example, RSA Data Security 
Inc. of Redwood City, Calif., is lobbying to 
have its DNSsafe anti-spoofing engine adopt- 
ed. Spoofing occurs when someone intercepts 
a user's request to a Web site and sub.siitutes 
the site's DNS address with another — so the 
surfer unknowingly ends up at a different site, 
As part of the effort to curb spoofing, RSA 
says it will be providing the Internet Software 
Consortium (ISC) with a free licence to use 
DNSsafe. 

Meanwhile. PPTP seems to be gaining 
.some support. In September, Extended 
Systems of Boise, Idaho, introduced a remote 
access VPN called ExtendNel VPN. The 
advantage over regular dial-up remote access 
is the savings that can be realized by dialing 
into a local ISP. instead of incurring extra 
long-distance charges. Remote users would 
need PPTP capability on their Windows 95 or 
NT system, but could access the corporate 
LAN via a regular modems a cable modem 
or an ISDN connection. 

Another company that is aggressively 
pursuing VPNs is 3Com. In October, the 
Santa Clara, Calif. -based company 
announced a set of VPN solutions along with 
a road map for their delivery. Among the 
products announced were TranscendWare 
software. SAccess VPN Tunnel Switching 
architecture and network hardware products. 

3Com says its new tunnel switching 
architecture allows seamless integration of a 
corporation's LAN and its VPNs without 
compromising its access security mecha- 
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nisms as would be found in a corporate fire- 

Ai the Networid-i-Interop show in 
Atlanta in October, V-One Corp. in 
Germantown, Md., announced the Multi- 
Access Virtual Private Network, and claims it 
is the first product that offers security across 
several layers of the OSl network protocol 
stack. According to V-One, the multi-access 
product "enables a corporation, for the first 
time, to secure communications across multi- 
ple layers between all classes of users 
(remote employees, business partners and 
customers) utilizing all open network envi- 
ronments (Internet, intranet and extranet) to 
access multiple types of applications (Web, 
client/server and legacy)." 

V-One explains that existing VPN secu- 
rity implementations operate on single layers: 
a remote access solution for mobile users, or 
an electronic commerce solution for transac- 
tions, for example. The company says its 
multi-access solution allows the multiple lay- 
ers of the network to perform the specific 
functions they’re best suited for. The multi- 
access engine analyzes the packets, then 
applie.s the appropriate security module "to 
enable a secure end-to-end VPN across the 
optimal network layer." ECi* 

Contacts: 

3Com: 

http://www.3com-com 

http://www.cisco.com 
Extended Systems: 
http://www.exiendedsystems.com 
IBM: 

http://www.ibm.com 

Microsoft: 

hllp://www.microsoft.com 
RSA Data Security: 
http://www.rsa.com 
V-One: 

htip://www.v-one.com 

David Tanaka is a yaiicouver-based jourimlisi 
and Editor of The Computer Paper. He can be 
reached at david%lcp-ca. 







COMTEX proven over 15 years 

Created over 15 years ago by visionary entrepreneurs quality is still the driving force at COMTEX. Through 
innovation and uncompromising attention to detail the COMTEX team consistently exceeds the high standards 
their customers have come to expect. As technology moves into the next century COMTEX continues to antic- 
ipate tomorrow's needs featuring a constantly updated and imaginative line of computer systems, peripherals 
and accessories. "Tomorrow now!" is what the COMTEXteamstandsfor and that standard is reflected in the 
innovative systems available for you right now. 

SERVICE AND SUPPORT 

"Service now!” That’s what you’ll get with COMTEX. Immediate service and technical support provided by our 
network of trained technicians and authorized service centres. 

TECHNOLOGY 

"Tomorrow now! " AT COMTEX innovative technology using the finest components manufactured to the high- 
est level of precision produces the systems you'll be using tomorrow ... but they're ready for you now. 

GUARANTEED 

Technical excellence and the highest standards of quality control have led to our superior reliability. These are 
backed with a no nonsense THREE YEAR warranty on parts and labor. Quality, the key force at COMTEX. 


Check dur web page at; http//www. cnMTEXMiCRP.coM I : 
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Videoconferencing is a billion-dollar business 
— is it part of your vision? 

by Jeff Evans 




S omething is happening to videoconfcreneing — it’s becoming a 
real market. Despite .some ongoing limitations (mainly the lim- 
ited bandwidth of standard telephone lines), the old dream of the 
videophone is attracting large numbers of new corporate and consumer 
videoconferencing users. Videoconferencing is becoming a large and 
diverse opportunity for resellers ranging from A/V .specialists, to net- 
working expeas, to mainstream consumer retailers. 

Recently, when given the job of testing several PC videoconfer- 
encing products, the task was approached with some nervousness. 
Because, in the early days of videoconferencing, it was usually a mon- 
umental pain to install the technology and get it to work. 

But surprisingly, this time, although it took some effort to install 
and configure two of the test systems on a PC, it was comparable to. 
say. installing a SCSI card, 

In the third example, where we tested an IPC Pentium 233 system 
that came with the videoconferencing system preinstalled, it was 
remarkably simple. And using the (PC system connected via an 
F-lhcrnci card to the Rogers Wave high-speed Internet service, worked 
extremely well. Then, at the Comdex/SCIB show in Monu'eul. we tried 
out the latest Toshiba notebook computer, which come.s standard with 
a clip-on video camera and all the other hardware and software need- 
ed for 'plug and go' videoconferencing. 


Overnight Success, After A Quarter-Century 

In the computer business, some technologies take a long lime to 
mature, and then suddenly blossom and pop up everywhere. This sum- 
mer, for example, IBM announced a 
new speech recognition software 
product. Via Voice, which 
brings natural speech dicta- 
tion to the PC tor the first 
time in history. The Via 
Voice software is the latest 
link in a continuous research 
and development chain that 
goes back 25 years ai 
All that inve.simenl in 
speech input, with not 
much payoff for so 
many years, has 
suddenly 
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resulted in a broad product line of voice recognilion software titles that 
is selling hundreds of thousands of units, according to IBM. 

Videixionferencing is analogous. Since the llrst experimental 
videophones were rolled out by AT&T nearly 40 years ago, many large 
and small companies have tried to make a video equivalent to the 
voice telephone. In the hust three or four years, market acceptance has 
gntwit along with the capability of the products, so that it is now a true 
billion-dullar industry. 

Videoconferencing can be divided into two real markets, and one 
despised, orphaned, but significant "half market." 

The Business View For Videoconferencing 

Most of the revenue opportunity for vendors in the videoconferencing 
market is in the high-end. corporate, educational and governmental 
space, Many largest scale clients have seen the real benefits of video- 
eonfereiicing grow for remote education, training, sales and hu.siness 
meetings, telemedieine. and remote workgroup applications. Many 
enterprises have eagerly bought into the business case for videocon- 
ferencing. on the basis of real, measurable cost .savings and pniductiv- 
ity improvements from using 'virtual meetings' instead of cnsily. time 


“Many enterprises have eagerly bought 
into the business case for videoconfer- 
encing, on the basis of real, measurable 
cost savings and productivity improve- 
ments from using ‘virtual meetings. 
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consuming iravel to reaJ meelings. The results of many videoconfer- 
encing installations have proven the usefulness of the technology, and 
positive word of mouth has spread, encouraging its wider use. Also, 
and perhaps most critically, business videoconferencing systems gen- 
erally make use of existing high-speed networks, giving the best pos- 
sible performance, and modem videoconferencing solutions fit com- 
fortably into professional MIS departments' capabilities. Also, suc- 
cessful vendors of business videoconferencing systems tend to be 
highly skilled professional firms with the capabilities and experience 
to deliver a high degree of reliability and case of use to a videoconfer- 
encing network. 

Many major manufacturers, such as car companies, are now 


strongly pressuring their key partners to install videoconferencing 
facilities so that meetings can be held more quickly and cheaply. Many 
universities are incorporating videoconferencing into their regular pro- 
grams. to allow international and remote seminars and conferences. 

On The Home Front 

The 'second market' for videoconferencing is the consumer and 
SOHO (Small OfTice/Home Office) market. In this market, sales tend 
to be of the 'onesie-twosie' variety, where a customer wants to pul a 
video capture card and a camera onto a PC, and connect to other video- 
conferencing users over POT.S (Plain Old Telephone Service) lines. 
Even if an individual user has an ISDN or cable modem connection, 
most of the other videoconferencing users they will be connecting to. 
will not. This market is growing rapidly in spite of continuing prob- 
lems of low bandwidth and high support requirements, and most of the 
business is going to resellers who work to make it easy for the end-user 
to get videoconferencing capability installed on Iheir PC. In some 
cases, dedicated hobbyists do their own complete installation, but this 
is often a prescription for an fru.siraiion and expensive .service and sup- 
port burden. 

The Market That Dares Not Speak Its Name 

The Rna). 'half market’ for videoconferencing is one thai made instant 
fortunes fora few canny entrepreneurs in late 1995 and much of 1996. 
This is the adull, one-way videoconferencing market, where an adult 
'performer' with a videoconferencing system provides a live video 
feed for subscribers via Ihe Internet. Those who got into this market in 
its earliest stages were able to charge subscriben; up to USS6 per 
minute of connect time. Some were reported to be making millions of 
dollars of profit for modest investments — the subscribers only need- 
ed a basic Internet service hookup and simple to use software to do the 
video downloading, so there was little in the way of tech .support 
required. Aside from moral questions surrounding what is essentially 
an extension of the traditional sex trade, by mid- 1997, so many com- 
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PictureTel 

PictureTel is a major manufacturer of videDconferencirg systems woridwide, 
with an extensive line of products that focuses on the business market 
Among Its latest products is the SwiftSite compact videoconferencing sys- 
tem, a $12,000 idiot-proof vldeophone/videoconferencing appliance that 
requires only a phone line and a TV set to function. PictureTel also offers more 
traditional videoconferencing products that ere Installed into PCs, end which 
offer multipoint switching. (httpyAvK/w.picturetBi.eomJ 
Intel 

Intel Corp. has taken e strategic position In the videoconferencing market 
where Intel CEO Andy Grove has personallytaken to demonstrating and using 
Intel videoconferencing products at major public events. At the recent 
Pentium II consumer launch in Toronto, Intel Canada architecture manager 
Doug Cooper also personally used Intel videoconferencing technology, to 
highlight the power of Intel's latest CPUs. In June, 1997, Intel launched its 
TeamStation system, a multifunction corporate videoconferencing and net- 
working solution, based on a Connected PC and server system, According to 
Scott Darling, general manager for the Business Communications Products 
Operation of Intel: “Conventional room system videoconferencing products 
have been too limited and too expensive. Intel’s TeamStation system based on 
a Connected PC can deliver the benefits that personal computing has hlstori- 
cally brought to the business community-lower cost, increased functionality 
and greater manageebitiry.'' The TeamStation Is a complete solution that is 
bundled inside a complete Intel Pentium II based PC. 

Intel's new Intel Business Video Conferencing with ProShare bundle has a 
suggested retail price of USS1,199, including an audio/video card, ISON 


adapter, NTSC video camera, headset microphone, desktop microphone, built 
in acoustic echo cancellation (for reducing the distortions of ambient noise 
and echoes, and videoconferencing aoftware. 

Intel has collaborated widely with other technology vendors in the video- 
conferencing field, including Microsoft (whose NeUMeeting software is inte- 
grated with the Intel Business Video solutioni, and concluded an agreement 
with AT&T whereby Intel’s ProShare videoconferencing product along with 
PictureTel's products, were selected to be the suppliers for trade-in products 
for AT&Ts canceled Visbum Personal Video systems. As Intel's own video- 
conferencing technology has evolved rapidly, a conversion kit for Intel 
ProShare users to upgrade to the new Intel Business Video Conferencing 
product has recently been announced. An Intel Business Video Conferencing 
Product Development Kit |P0K| Is also available, to enable VARs, solution 
providers and third-party developars to create custom solutions for clients. 
thrrpy/www.intel. com) 

IPC/3D Micro 

3D Micro Computers Ltd. has recantly featured a very slick IPC Pentium PC 
with a videoconferencing system preinstalled. When tested, diis system was 
by far the easiest to use of any retail videoconferencing solution we've tried, 
since no installation was required by either the reseller or the end-user. With 
die addition of an Ethernet card, end connection to the Rogers Wave high 
speed Internet service, the IPC videoconferencing system was hard to beet 
/httpy/mm3dmicro.corn) 

Sony is perhaps the world leader in video technology, and a major playar in 
many o^er segments of the computer industry. Including digital cameras. 
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pelitors had Duoded into 
llie one-way udull video- 
conferencing markei. ihai 
connect lime rales declined 
to less lhan one-icnih of the 
original price levels, and 
profiiability declined propor- 
tionately. 

A Gathering Of 
Giants 

Much more signillcam in die 
long run was the movement of 
the PC industry’s biggest 
players into the business end 
of the videoconferencing 
market. The traditional pio- 
I neer of videoconferencing, 
AT&T, essentially threw in 
the towel in iis attempts to 
promote a consumer video- 
phone. Tb satisfy those cus- 
tomers who had bought the 
now-orphaned videophones, 
AT&T announced that it 
would honor a trude-up 
tngemenl where customers could 
! the old videophones with 
cing prod- 
;s from the new market lead- 
ers, Intel and PictureTel. 

For their part. Intel and PictureTel announced 
joint ventures to promote business videoconfer- 
encing solutions, and Microsoft Joined the 



alliance by including videophone support in its new release of Internet 
Explorer 4.0, 

PictureTel is the undisputed leader in the videoconferencing mar- 
kei. The company's 1996 revenues were around USS.SfX) million, and 
included a decent profit margin. PictureTel's Canadian resellers 
include blue chip companies such as Adcom Electronics, one of the 
leading players in the professional audio/video sales and rental market 
in Canada, and IBM Canada. According to PictureTel representatives. 
1997 revenues will likely he slightly higher lhan 1996. hut the number 
of units sold, due to the rapid drop in prices, will be 'much greater.' 

Intel's interest in videoconferencing is complicated. The compa- 
ny has long hecn interested in videoconferencing because it is the per- 
fect 'power application;' it benefits greatly from faster processors, 
higher capacity servers, and higher bandwidth telecom and networking 
infrastructure — ail luitas that Intel has a vested interest in promoting. 
Similarly. Microsoft wants to see computers converging with tele- 
phone and television, so that Microsoft can slake out new territory and 
sell more software into the new, communicalions-oriented technologi- 
cal fromieni. And IBM, which makes most of its money from network 
servers, software and support, sees videocnnferenciiig as an excclleiu 
application through which to grow its busines.s. Other vendors of tele- 
com and networking products, including .fCom and Lucent, have also 
become active in supponing the videoconferencing push. 

Standards, And Non-Standards 

In theory, adding videoconferencing capability to an individual com- 
puter is relatively simple: connect a video camera and a video capture 
card, to bring the video into the computer, use a microphone 


mass storage devices, and semiconductors. The com- 
pany has made many attempts to broaden its pres- 
ence in the computing industry, most recently with its 
VAID line of premium PCs, and it sees videoconfer- 
encing as a stratagically important market where it 
believes it can leverage its existing strengths to take a large slice of a rapid- 
ly growing new market. Sony has therefore taken direct aim at PictureTel with 
its new TriniCom 3000 WorkGroup Videoconferencing and TriniCom 5100 
SuperSrte Systems. These are very sophisticated, high performance video- 
conferencing systems that feature auto-tracking cameras that focus on the 
speaker, and which also claim powerful, simple to use mulb'point videocon- 
ferencing-capability. The TriniCom 5100 system is intended to be a user 
friendly 'turnkey' system for under $30,000, and can offer full speed 30 frames 
per second video on a 384 Kbps network conneebon. in discussions with 
Sony representatives attha recent CBTAshowin Toronto, CCW learned that 
Sony is looking at existing PictureTel dealers, and 'VARs and dealers with that 
level of technical and marketing capability’ to help push its move into the 
Canadian market. Ihnp://mvw.sony.coml 
Linkup Technologies 

This Canadian distributor of the VideoLink bundle, a good $289 videoconfer- 
encing kit has just announced a new software upgrade that allows video E- 
mail to be sent to any PC user with en Internet browser. According to Anson 
Liao of Linkup, since the company began to distribute VideoLink in June 1937, 
sales have more than doubled every month. Liao claims that the most suc- 
cessful resellers are those who use a store demo unit to attract customers 
and sell the benefits of videoconferencing. He also says that pre-installing 
videoconferencing units ratiier than letting end-users attempt this feat 


"Only when videophones number In the hundreds of millions 
will anyone with a video capable computer be confident of 
being abfe to call virtually any business, school, government 
olfice, or home, and expect to see the tace of the person they 
ailing pop up on their computer screen, ” 


results in much lower support costs, and higher customer satisfaction. 
mp://www.linkup.on.ca, I4I61 499-47071 

Gentek Marketing/GVC 

GVC Canada announced the launch of its Visi-Talk VideoPhone system in 
August 1997, claiming to offer an 'affordable and extremely easy lo use, 
state-of-the-art Videophone Ito) make it very easy for consumers to enter the 
world of two-way video communication over the Internet The l^si-Telk prod- 
uct consists of a digital camera, capture board, microphone, connectors and 
software, and is designed for Windows 95 PCs, for a retail price around $400. 
IhttpJ/www.gvc.ca) 

Digital Vision ComputerEyes/PCI 

Digital Vision, a long-time leader in PC video, offers a very nicely engineered 
consumer videoconferencing bundle, which includes the excellent 
WhitePine CU-SeeMe Video Chat software. The videoconferencing software 
features color video, audio, chat, and white board communications for 
Windows and Macintosh platforms. It can be used on the Internet or any 
TCP/IP network for real-time person-to-person or group conferencing, broad- 
casts and chats. lhttp://wvm.cuseBm8.corTi/) 

Toshiba 

On Sept 8, Toshiba announced the Tecta 750CDT, a $10,000, 233MH2 Pentium 
'dream machine’ which includes an integrated videoconferencing system. 
Toshiba, which is also a major vendor of digital cameras, sees 
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connected to the 
PC's sound card 

and a modem or 
networking card to 
send and receive the 
audio, video and any 
other [such as white 
boarding, or collaborative applications) data streams. In practice, 
videoconferencing can still he very tricky. For example, if using regu- 
lar phone lines: data streams are .slow, and audio and video quality is 
poor, and making and keeping a connection between two users is very 
iffy. Users of consumer videoconferencing products gel used to fre- 
quent. mysterious iiiterrupiions and redialings. On a network, video- 
conferencing performance can be much bettor in terms of speed, tind 
it’s possible to support mullipoini videoconferences through the use of 
a server. However, this enttiils a whole new level of complexity and 
cost, and is generally something beyond either the average end-user or 
retail reseller's abilities. 


Attention VAR’s, Resellers and Dealers. 
Your new sonree for PC Software. 


im-PLUS INC. 

Software Distributors 

Business Productivity, Educational and Games. 

1 - 800 - 510-9011 

Mondoy to Friday 9AM to 8PM Eastern Time 


Shipped onywhete in Canada within 48 hours! 
Call and ask for your topy oi out price list catalogue. 


Another big problem is compatibility. In theory, all current video- 
conferencing systems conform to standards set by the United Nations’ 
International Telecommunications Union (ITU). The most important 
of the ITU standards are the T. 1 20 data conferencing standard, which 
allows for .shared file transfers and "whiieboarding,' the H.330 stan- 
dard for public circuit switched networking, which allows audio and 
video to be shared among different conferencing systems, and the 
H-323 standard for Intranet or Internet "IP networks." The H..323 stan- 
dard will allow videoconferencing lo become universal over the 
Internet, since it includes the H.263 and H.26 1 video standards, as well 
a.s 0.71 1. G.722. and G.728 audio .standards. The H.324 is a standard 
aimed at supporting interoperability over regular (TOTS) phone lines. 
What all of these letters mean is that according to the UN. all video- 
conferencing systems should talk to each other. 

Maybe one day they will, but at the moment, some vendors' ear- 
lier videoconferencing products are incompatible with iheir latest 
offerings. 


Advice To VARs And Resellers 

To be successful in the videoconferencing markei. resellers have to 
develop the specific expertise needed for a rapidly changing and tech- 
nically demanding market. This means having in-hou.se experts in 
videoconferencing. Potential customers have to be shown the technol- 
ogy at work, which means demo units up and running at all times. In 
the case of the business markei. a high degree of competence with net- 
working technology i.s 
necessary. In the case 


“If using regular phone lines: 
data streams are slow, and 
audio and video quality is 
poor, and making and keep- 
ing a connection between 
two users is very iffy. " 


vldsGconferancing as a 
major growth market in 
high-end business 
computing, and is aim- 
ing theTecre 750CDT at 
the 'early adapters' ' 
who would be willing to 
experiment with mobile 

(http://www.toshiba. cs) 

Vectron WebSight 
From Quebec's Les 
Technologies Vectron 
Parametre 6)8 Inc. 
comes the Vectron 
WebSight a very com- 

plate videoconferencing kitthat includes a 32-bit capture card, high resolu- 
tion CCD camera, microphone, and Microsoft NetMeeting software, which 
is compatible with Internet Explorer 4.0. The kit costs $495. I($14l 744-0630) 

Micro Technoiogies/Golden Eye 

The PC Videoconferencing Kit from Micro Technologies is a capable entry 
level product which includes the usual digital camera, microphone, and 
software, but doesn’t require a capture card. 

11416)715-16431 

Corel 

Corel developed a capable videoconferencing system in 1996 which Includ- 
ed the CorelCem digital camara, CorelRemote end CorelVideo networked 
video products, and although its sales were modest, the expertise gained 
with that endeavor seems to have helped spawn the Corel Video Network 
Computer IVNC), e Java-based, low total cost of ownership network com- 
puter with integral support for videeconferancing, as part of its basic net- 
work compatibiUty. Corel spun off the VNC venture es a standalone compa- 
ny in which Corel reteins an interest At the recent Montreal SCIB show, 
Corel CEO Dr. Michael Cowpland reinforced Corel's ongoing interest in net- 
work computing, claiming that the new device, when it goes into wide dis- 
tribuhon, will allow corporations to lower the real annual cost of operating 
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of the consumer market, installation should 
^ be done by the vendor at the vendor’s service 

facility, by a qualified technician. 

In one sense, the continuing relatively 
1 high level of complexity of high petformunce 

videoconferencing is good for specialized 
resellers and VARs. but as costs and difficul- 
ty decrease, the market will grow exponen- 
tially, making for much greater opportunities 
for retailers. 

The Future 

In order to become a universal alternative to 
the voice telephone, videoconferencing has to 
meet some as yet outstanding requirements. 
First, support for videoconferencing has to be 
integrated into all computer operating sys- 
tems, and all Internet browsers. This is being 
done, but vendors such as Sony and 
PictureTel still promote proprietary video- 
conferencing software, which operates sepa- 
rately from browsers such as Microsoft 
Internet Explorer and Netscape Navigator. 
Video quality also has to improve to the level 
of consumer VHS video. This is the biggest 
hurdle, and will slowly be overcome by bet- 
ter data compression and faster network con- 

a rtetworked computing ‘ssaf by 30 to 40 per 
cent per year. lhttp:/Avmv.cDrBl.cB) 

3Com 

When 3Com bought up U.S. Robotics, it also 
bought into the videoconferencing market, In 
the form of the Bigpicture video kh and video 
modem and capture card products. U.S. 
Robotics announced X2 upgrades (56Kbps 
download capability) for the Bigpicture prod- 
ucts in the spring of 1997. In various configura- 
bons, the Bigpicture system offers good video 
capture capability as well as videoconferenc- 
ing, for prices ranging from S350 to S5S0. 

Although 3Com's lortg-term strategy 
towards offering complete videoconferencing 
solutions Is unclear. It seems likely that the 
company, in its role as a major networking 
technology vendor, will be involved in video- 
conferencing solutions on a wide front. 
lhttp://mvw.usr.corn/bigpicliirBl 
Bay Networks 

Earlier In 1997, Bay Networks Inc. announced a 
worldwide dlstnbutlon agreemantunder which 
Bay Networks would offer Rrst Virtual Corp.'s 
(FVC) video network product line, which com- 
bined with Bay Networks’ switching architec- 
ture, would enable 'Business-qualitv video 
networking and callaborBtion...|tG providel 
multimedia capabilities throughout the entire 
enterprise from room-systems, desktops, LAN 
and WAN backbones to branch offices.' The 
First Virtual products included ATM video 
Medle Gateways, and ATM-attached Media 
Storage Servers, and the V-Caster, an 
ATM-attached live broadcast server. 
(hltp://mwi/.baYnBtworks.coml 


nections, PCs and servers. And. finally, 
videoconferencing products that are true 
videophones: cheap, compact, and ^ 
idiot-proof, like the PictureTel 
SwiftSite, but at a fraction of the 
cost, will have to be made avail- 
able to the non-computer-using 
populalion. 

Only when videophones 
number in the hundreds of millions 
will anyone with a video capable 
computer be confident of being able 
to call virtually any business, school, 
government office, or home, and expect 
to see ihe face of the person they are call- 
ing pop up on their computer screen. 

Jeff Evans is Associate Editor for £ 
Canadian Computer Wholesaler. He 
can be reached at jefj^lcpon. 
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T lic Pentium [l is getting n lot of atten- 
tion in the markci-plaee; more so than 
its predecessor - the Pentium Pro. 
The Pentium II is inanufaciured in the 
same process as Intel's Pentium Processor 
with MMX technology. The addition of MMX 
ha.s allowed faster operation in 16-bit mode 
and 32-bit mode operations in NT environ- 
ment. It is the addition of MMX technology 
that addressed the sluggish 16-bit operations 
and has put Pentium II on the production lines 
in a big way. Of course, the Pentium II is 
undoubtedly the fastest processor in the mar- 
ket with speeds of 233MHi’ and 266MH/.. in 
both single and dual CPU configurations. 

7.5 Million Transistors 

The aivhitecturc of this new Pentium 11 chip is 
unlike others. By packing 7.5 millions transis- 
tors into this new processor. Intel has been 
able to achieve these unprecedented speeds. 
While the Pentium and Pentium Pro plugs into 
Socket 7 and Socket 8. respectively, the 
Pentium II plugs into Slot I. Another new slot? 
Yes. This had to be done due to the physical 
nature of the Pentium li cartridge assembly as 
well as engineering concerns asstxriated with 
the cartridge, such as electrical .signal i.ssues 
associated with high-speed processors. 

New Dawn For Multimedia 
And Videoconferencing 

This is truly one of the first instances where 
the multimedia and videoconferencing indu.s- 


Iry ha.s the speedy tool necessary for a true 
saturation in the computing industry. Pentium 
IPs incorpomlinn of MMX technology has 
already enabled specific software targeted for 
the multimedia market. And there will be sig- 
nificant advancements in MMX corporate 
software development, mainly in the area.s of 
videoconferencing and other CPU-savvy 
applications. Graphics professionals are 
already using Adobe Photoshop MMX- 
enabled scripts that outperform Pentium Pro 
by a wide margin. 

Success and CompetKIon 

The Pentium II faced immediate competilion. 
AMD has introduced the K6 — a 233MH7 
chip with a RlSC-likc core and MMX tech- 
nology. The K6 has been tested in similar 
environments with the Pentium II and has 
failed to match up Pentium II performance. 
However. K6 has managed to .surpass the per- 
formance of a 2()0MH7. Pentium Pro. When 
budget is an issue, the K6 may he a better 
option for your customers. 

N«w Processor Markets 

What should a consumer buy ? First you must 
educate them about the new processors. 
Consumers looking for an inexpensive desk- 
top should be presented with the original 
Pentium processor. For tho.se who can afford 
a bit more, offer a K6 system. This will give 
the best price and performance ratio. For the 
real power-hungry enthusiasts, present the 


top-end Pentium II based systems. Further- 
more, cu.slomers running multimedia-inten- 
sive applicalion.s should be offered systems 
that incorporate Pentium processors with 
MMX. Corporate server clients should be 
presented with low-end servers based on 
Pentium II and Pentium Pro processors that 
are scalable. 

Our Tests 

We asked vendors to send us machines 
equipped with either 266MHz or 30I)MH7 
Pentium II processors and 64MB of RAM. We 
left the remaining components up to them, but 
told them that we were looking for systems 
that are ready for anything. What we got was 
both intriguing and surprising at the sumo 
lime. A few opted to fit their systems with 
DVD drives and 3D accelerators, while others 
chose to keep things pretty lame. 

Many sy.stems arrived late this month as 
vendors were anxiously waiting for their sup- 
pliers to send them the latest 44l)LX mother- 
boards. Unfortunately, a small number 
arrived loo late to be included in the survey. 
These include Mynix, INET and OA Comp. 
Look for a brief follow-up to these machines 
in next month's edition. We ran the BAPCo 
benchmark suite on all machines running 
Windows 95 and set to a resolution of 1.024 
by 768 at 1 6.7 million colors, with the excep- 
tion of the IBM machine which was run at 
65.536 colors due to its 2MB limit on the 
video card. 
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The new Legend Series uses the latest Intel 440 LX Chipset. 



■ AGP !lol Qit-boam • SCSI contioller 

• RAIDpofI™ slot 

• lOM/IOOU LAN 



Another proven sjccess of QOI's innovative technology ■ the New 
Legend Series. It uses the latest Intel 440LX Chipsets, which 
incorporates the most advanced AGP support. 

For those who are striving for perfection In multimedia 
performance and power server platform, the new Legend Series 
is definitely the choice for you. It does not only offer you the 
best multimedia performance, but a variety of choices to meet 
your every special need as well. The series has also tailor-made 
for both Server applications e.g. SCSI, LAN and Homs Users 


requirements e.g. TV out, Sound on board etc. 

GDI Is the true pioneer in computer technology. With our continuous 
efforts in dedicating ourselves to innovations, our products are 
highly recognized from customers worldwide and renowned 
magazines. This new Series Is no doubts another proven results 
of bringing GDI to a newer height of the high-end products ladder. 

High end motherboards are no more a legend - QDI Is your 
answerlll 


LEGEND-QDI 



:1.SI4-33S6«Z2 




LAB TEST 


A-Open 

Suggested Retail Price: $3,999 
Srreer Price: $3,740 
Reseller Price: $3,400 
Service Depots: 

Atlantic — Nova Scotia 

Quebec — Montreal 

Ontario — Markham. Hamilton, Ottawa 

British Columbia — Vancouver 

Support For Resellers: 

Co-op advertising. 

Reseller referrals with toll-free tie-in to resellers. 

Toll-free tech support. 

Volume Discounts: Yes. 

E-mail For Channel Use: comax@arex.com 
Editors' Alofes; 

Computers bearing the A-Open name are well known to us here at 


CClVs Labs for offering good performance at very 
competitive prices. To start, we have a Pentium 11 
CPU operating at 266MHz which sits on a newly-released A-Open 
AX6L motherboard with an ATX form factor bearing the latest 
440LX chipset from Intel. As requested, the machine was equipped 
with a healthy dose of 64MB of high-speed SDRAM, Speaking of 
high speeds, this A-Open system was configured with the new 
Matrox Millennium II AGP video card. Storage components 
include a 6.4GB Quantum hard drive with Ultra-DMA support, and 
an LS-120 floppy drive. Multimedia is delivered with the help of a 
24X CD-ROM. an Acer AW35Pro sound card and a pair of 
WaveSonic I60W speakers. Also included in tlie package are an 
Acer ALN201 network card, an Acer 56Kbps modem and a pro- 
grammable keyboard capable of adjusting volume, controlling CD- 
ROM activity and calling up the Windows 95 calculator at the press 
of a button. Although the system was one of several which encoun- 
tered problems with the database portion of our benchmark suite, it 
still managed to produce good resulLs for a machine in its class. 


Suggested Retail Price: $3,639 
Street Price: $3,539 
Service Depots: 

Ontario — Don Mills 

IBM has business partners across Canada who are service 
authorized, so wherever a customer resides in Canada they can 
find a service depot. 

Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Toll-free tech support 
Demo Unit Availability: Yes. 

Editors' Notes: 

The new PC 300XL from IBM makes use of the 266MHz Pentium 
II processor on a 440FX motherboard, and comes standard with 
32MB of EDO RAM. "nie model sent to us for testing, however. 


was equipped with an additional 
64MB, bringing the total up to 
96MB. The video card in this 
machine was an S3 Trio64 V2 with 
2MB of DRAM onboard. Utis meant 
we had to test this machine in a 16-bil 
color depth, as opposed to 32-bit 
which was used for all other 
machines. IBM's own 4.2GB hard 
drive is used for storage in this system. This drive has some 
impressive benchmark results, and will no only provide ample stor- 
age, but will also keep data moving quickly throughout the system. 
The system also includes a 16X CD-ROM. a 10/lOOBa.se-T net- 
work card, and a Sound Blaster Pro compatible sound system. 
Although we tested this machine with Windows 95. it should be 
noted that it ships with Windows NT Workstation 4.0. An overall 
score was not obtained for the machine due to a problem it encoun- 
tered with the Desktop Presentation portion of the benchmarks, but 
its other scores indicate satisfactory performance. 



Suggested Retail Price: $3,690 

Reseller Price: $3,295 

Reseller Authorization Requirements: 

Pre-approval from Elco systems (Canada) is necessary. 

Service Depots: 

Quebec — Montreal 
Ontario — Ottawa 
British Columbia — Vancouver 
Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Web site includes technical information, drivers, and dealer-spe- 
cific space. 

Volume Discounts: Yes. 


elcoyyo@pathcom.net 
Editor's Notes: 

Elco's submission this month features a Pentium II processor run- 
ning at 300MH7. on an EPoX KP6-LA motherboard using the lat- 
est 440LX chipset from Intel. It contains 64MB of high-speed 
SDRAM, a new Diamond Viper V330 video card with 4MB of 
SGRAM onboard for blazing graphics, a Sound Blaster AWE64 
sound card, a Western Digital 4.3 UDMA hard drive and a Toshiba 
DVD-ROM drive. For out-of-the-box communications, there's a 
USR Sportster 36Kbps fax modem. Also included in Ihi.s system 
are a pair of great sounding 320W speakers for the absolute max- 
imum multimedia experience. This machine managed to score 
really well on our benchmarks, coming in second place overall in 
the 300 MHz-class. This system is loaded with Grade-A compo- 
nents and is a hard one to resist. 
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QDr 's Hurricane swept through motherboard industry 
Thousands of professional System Integrators 
have turned to us !! 



SpeedEasy’^'' 


SLOT 1 


Intel 440FX 


PCI Concurrent 


Multi-l/0 Panel 



The new Commander III 
Pentium® II based Motherboard 

QDI is one of the largest PC motherboard 
manufacturers in the world with 



OBCOKPUTER |VAHCOUVEil|, INC. Unll 1 13620 CnsMDOl Plsce. Richmond. B.C. Cansli V6V2G2 Tel: l'604-27ffi780 FiCl-604-27Sa018 


ODI COMPUTES (MONTREAL), IRC. 2045 Halgern Slfeel, St. Lacianl, QueOec. H4S IPS, Canada Ta 


ffii CCFC 


al 1-S14-33S661I Fk 1.S14-3356B23 




LAB TEST 


Express Micro 


Street Price: S5.499 
Service Depots: 

Ailuniic — St- John's, Saint John, Halifax and Charlouctown 
Queher — Bouchervillc. Ville-St-Laurem 

Onitiriti — Clinton, Cochrane. Hamilmn. Hcarsi. Markham, Sault 
Stc. Marie and Timmins 

SaskuicheHon — Melfori, Moo.se Jaw. Regina, Saskatoon and 
Swift Current 

Alheriu — Calgary and Edmonton 

British Colwnhia — Coquitlam, Courtenay, Nanaimo. Richmond 
and Victoria 
Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

POP displays. 

Toll-free tech support. 

Volume Discounts: Yes. 

0enio Unit Availability: 

Authorized dealers are allowed to purchase one demo system per 
location, every three months. 


E-mail For Channel Use: 
jwswong&'aiei.cdm 
Editors' Notes: 

Machines with the Express Micro 
name are well-known fur utilizing 
high-quality components and offering 
excellent performance a.s a result. 

Thi.s month was no exception for this 
300MHz screamer. The machine uses 
an A-Open AX6FATX motherboard with Intel's 4-W)FX chipset and 
64MB of EDO RAM. Multimedia accessories are once again llrst 
grade, starting with the AWE64 Gold from Creative Labs, and a 
DVD drive from Sigma Designs. A Creative Labs Mtxlem Blaster 
56Kbps voice/fax mcxlcm is also part of the system, as is a Katnw 
network card with coax and lOBuse-T support. As an added bonus 
that any gamer will appreciate, we have the latest 3D accelerator 
frtim Matrox, the M3D. There is also an impressive speaker system 
included with this machine, con.sisling of a subwoofer with two 
satellite stereo speakers and a microphone, and there is a long list of 
software titles that are included. The system includes Microsoft's 
Side-Winder Pro Joystick, Overall, this machine offers excellent 
features and solid performance. 



Suggested Retail Price: $4,295 
S/reef /»r/ce,-$3,795 
Reseller Authorization: Yes. 

Service Depots: 

Quebec — Vilie St Laurent. Montreal 
Oniariii — Markham, Toronto 
B.C. — Richmond. Vancouver 
Support For Resellers: 

Marketing funds. 

Toll-free tie in to resellers. 

POP displays. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 
f-msJA' cdge-tor@edge.net.au 
Editors ' Notes: 

One of the fastest machines in this roundup, this machine is 


packed full of great components that 
would please anyone, e.speciully the 
serious gamers. Its processor is a 
.JOfIMHz Pentium II. sitting on u 
KTX motherboard with the new 
440LX chip.sei with 64MB of 
SDRAM onboard. ATI's new 
Xpert® Work AGP card with SMB of 
SGRAM provides not only super- 
fas! graphics, but is capable of very high resolutions. The system 
includes: a new Maxtor DiamondMax 7GB hard drive with Ultra- 
DMA support, a built-in Zip drive from Iomega, a Creative Labs 
DVD drive, a Sound Blaster 16 sound card, and a KTX 56Kbps 
fax modem. Performance on this machine was spectacular, com- 
ing in at an overall score of 272. and having no problems whatso- 
ever during the benchmark. Software titles included with this 
machine are IBM's AniiVirus, and the IBM WorldBnok Pack, as 
well us Lotus SmartSuite 97. 



Daiwa 

Suggested Retail Price: $3,799 


Street Price: $3,41 9 
Reseller Price: $3,299 
Volume Discounts: Yes. 

Demo Unit Availability: No. 

E-mail For Channel Use: sales 1 @daiwu,net 
Editors' Notes: 

Thi.s month’s system from Hits Electronics features a Pentium II 
processor operating at 266MHz. an ASUS KN97-X ATX mother- 
board with the 440FX chipset and 64MB of EDO RAM. The 


motherboard includes the Sound Blaster 16 chipset for 16-bii 
sound without the need for a separate sound card. Once again we 
see the Mamox Millennium II card being used wilh 4MB of 
WRAM onboard, and the Quantum Fireball 6.4GB drive with 
Ultra-DMA support. Creative’s DVD drive is also pan of this sys- 
tem. and is ready for a slew of DVD movies already available on 
DVD disc. A U.S. Robotics Sponsler 56Kbps voice/fax modem is 
included for your customers' communications needs, as well as a 
pair of Yamaha M15 speakers. This was one of a few machines 
this month to encounter problems with our benchmarks, specifi- 
cally the database portion of it. Aside from this glitch, other scores 
indicate average performance for a machine in its class. 
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Intel® Processor-Based 



DFI System Boards for accelerating new multimedia appiications 



Hicph-Performance 





1 

Nov. 97 

A-Open 

Azura 

Compucon 

Daiwa 

Darius 

Processor 

Pentium II 266MHz 

Pentium II 266MH2 

Pentium II 300MHz 

Pentium II 266MHz 

Pentium II 266MHz 

Motherboard 

A-OpenAX6L(ATX) 

ASUS P2L97 (ATX) 

ASUSP2L97 (ATXI 

ASUS KN97-X (ATX) 

QDI Legend 1 

Chipset 

440LX 

440LX 

440LX 

440FX 

440LX 

RAM 

64MB SDRAM 

64Me SDRAM 

64MB SDRAM 

64MB EDO 

64MB SDRAM 

Video Card 

Matrox MillenniufnllAGP 

Matrox Millennium II 

Leadtek WinFast L2300 

Matrox Millennium II 

Matrox Millennium II 

Video Memory 

SMB WRAM 

4MB WRAM 

SMB SGRAM 

4MB WRAM 

4M6 WRAM 

Monitor 

None 

None 

None 

None 

None 

Sound Card 

Acer AW35Pro 

Sound Blaster AWES4 

Sound Blaster AWE64 

SB-16 on motherboard 

Sound Blaster AWE64 

Hard Drive 

Quantum 

6.4GB UDMA 

Quantum Fireball 

4.36BUDMA 

Quantum Fireball 

6.4GB UDMA 

Quantum Rreball 

6.4GB UDMA 

Maxtor DiamondMax 

4.3GB UDMA 

CD-ROM Drive 

A-Open24X 

Creative Labs DVD 

Panasonic 24X 

Creative DVD 

Panasonic 24X 

Modem 

AcerSBKbos 

Motorola VoiceSurfr 

LtSR SnortsterSSKbos 

USR Soortster SSKbos 

USR Soortster 56KbDs 

Network card 

Acer ALN201 

None 

None 

None 

None 

System BiOS 

Award 

Award 

Award 

Award 

Award 

Operating System 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Extras 

LS-120 floppy 
Programmable 
keyboard 

WaveSonic 160W 
speakers 

WaveMaster 

240W speakers 
Microsoft Natural 
Keyboard 

Rock-ExcellSOW 

speakers 

LS-120 floppy 

Yamaha M15 
speakers 

Yamaha M7 speakers 

Windows Benchmarks 

Desktop Publishing 

249 

255 

242 

246 

256 

Desktop Graphics 

522 

464 

495 

455 

450 

Desktop Presentation 

226 

220 

254 

204 

222 

j Word Processing 

241 

232 

244 

233 

233 

Spreadsheet 

270 

269 

255 

271 

276 

^ Database 

N/A 

N/A 

256 

N/A 

N/A 

1 Sysmark32 

N/A 

N/A 

260 

N/A 

N/A 

e Contact 

(905) 479-8336 

1-800-863-6722 

J6041279JL6B6 

1-888-818-4487 

I4a3) 640-0002 

1 Internetcontact 

www.comtronic.ca 

www.emp8c.com 

www.compucan.com 

www.dalwa.net 


il Suggested Retaii Pnce 

S3.999 

$3,999 

$4,490 

$3,799 

$3,650 

Street Price 

S3.740 



$3,419 

$3,600 

Reseller Price 

S3, 400 

$3,350 

N/A 

$3,299 

$3,250 

1 Warranty 

*1 1# of years labour, parts) 

2L, 2P 

2I,2P 

3L,3P 

2L,2P 

3L,3P 


Note: All prices are 

street prices or estimated street prices unless otherwise indicated. 
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Pentium II 300MHz 

Pentium II 300MHz 

Pentium II 266MHz 

Pentium II 300MHz 

Pentium II 266MHz 

Pentium II 300MHz 

EPoX KP6-LA 

A-Open AX6F (ATX) 


KTX(ATX) 

QDI (ATX) 


440LX 

440FX 

440 FX 

440LX 

440U< 

440LX 

64MB SDRAM 

E4MBEDO 

32 MB EDO 

64MB SDRAM 

64MB SDRAM 

64MB SDRAM 

Diamond Viper V330 

Matrox Millennium II 

S3Trio64V2 

ATI Xpert@Work AGP 

ATI Rage Pro AGP 

Matrox Millennium 

4MBSGRAM 

SMB WRAM 

2MB DRAM 

8MBSGRAM 

4MB SGRAM 

4MB WRAM 

None 

None 

IBM G72 17-Inch 

None 

None 

None 

Sound Blaster AWE64 

SB AWE64 Gold 

SB Pro compatible 

SB-16 

Opti931M-3DS 

Sound Blaster AWE64 

Western Digital 

Quantum Fireball 

IBM 

Maxtor DiamondMax 

Quantum Fireball 

Quantum Fireball 

4.3GB UDMA 

6.4GB UDMA 

4.2GB EIDE 

7.0GB UDMA 

6.46B UDMA 

4.3GB UDMA 

Toshiba DVD 

Sigma Designs DVD 

16X 

Creative DVD 

Panasonic 24X 

Panasonic 24X 

USRSoorsterSBKbps 

Creative 56Kbps 

None 

KTX 56Kbps 

Unkskey 56Kbps 

USR Sportster S6Kbps 

None 

Katron Coax/IOBaseT 

10/100Base-T 

None 

None 

Intel EtherExpress ProlOO 

Award 

Award 

IBM 

Award 

Award 

Award 

Windows 95 

Windows 95 

Windows NT 4.0 

Windows 95 

Windows 95 

Windows 95 

320W Speakers 

Subwoofer speakers 
Matrox M3D 4MB 
Microsoft Joystick 
Microsoft Intelllmouse 


Microsoft Intelllmouse 
Internal Zip Drive 

Multimedia speakers 

160W speakers 
with subwoofer 

Syquest SyJetl.SGB 
Internal 

269 

259 

252 

278 

259 

258 

507 

567 

370 

486 

447 

511 

227 

249 

N/A 

229 

217 

218 

270 

263 

242 

262 

257 

232 

291 

306 

257 

284 

272 

277 

286 

296 

259 

288 

273 

249 

275 

288 

m 

272 

260 

253 

1905) 470-7301 

1905)479-1443 

1-800-465-7999 

1905) 948-0000 

1-800-463-6783 

(4161 256-2000 


www.aiei.com 

www.ca.pc.lbm.com 

www.edge.net.aj 

www.std.net 

www.ultinetca 

S3.690 

S5.499 

S3.639 

S4.295 

$2,799 

$4,549 

S3.690 


S3.539 

$3,795 


$4,135 

S3.295 





$3,928 

3L,3P 

5L,3P 

1L,3P 

21, 2P 

3L,3P 

2L,2P 












LAB TEST 


Suggested Retail Price: $3,999 
Reseller Price: $3,350 
Service Depots: 

Quebec — Monlreal 
Onlurio — Toronto 
British Columbia — Vnncouver 
Support For Resellers: 

National advertising. 

Two-year warranty includes pans and labor. 

Toll-free tech support. 

Editors' Notes: 

The Azura system this month features a 266MHz Pentium II 
processor on a new ASUS P2L97 ATX form factor motherbotud 
with the 440LX chipset- The 64MB of high-speed SDRAM in the 
system will make mullilaskitig with several applications a breeze. 

Compucoii 


Suggested Retail Price: S4.490 
Reseller Authorization Requirements: 

Can't be nearby to an existing authorized reseller, and "vicinity” 
is .subject to the discretion of Compucon. 

Service Depots: 

Alberta — Calgary 

British Cohiiiihici — Richmond 

Support For Resellers: 

Co-op advertising. 

Re.seller referrals with toll-free tie-in to resellers. 

Two-year warranty includes parts and labor. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 

Demo Unit Availebility: For authorized Compucon dealers only. 
E-mail For Channel Use: sales@compucon.com 

Ultinet 

Suggested Retail Price: $4,549 
Street Price: S4. 1 35 
Reseller Price: $3,92« 

Reseller Authorization Requirements: 

Must fill out reseller application and provide provincial reseller 
certificate. 

Servfce Depots: 

Toronto depot to serve resellers Canada-wide. 

Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Two-year warranty includes parts and labor. 

Toll-free tech support. 

Volume Discounts: Yes. 

Utiioet's View Of The htarkel: 

"(There is) very good demand for this new high performance seg- 
ment of the market, which allows for greater value-added prollt 
margin c.spccially during declining margins for lower performance 


1 

The 4. .3GB Quantum Fireball pro- 
vides not only ample storage, but 

also good performance to keep data • 

moving quickly. The popular Matrox 
Millennium II video card with 4MB 
onboard will give the system superi- 
or 2D graphics performance even in 
very high resolutions, making every- 
thing from games to spreadsheets fly. 

As far as multimedia i.s concerned, you get nothing but the late.si 
and greatest in terms of hardware, such q.s the Sound Blaster 
AWE64 and Creative Labs DVD drive. A Motorola VoiceSurfr 
modem is also included in the system, as are a pair of 240W 
WaveMasier speakers and a Microsoft Natural keyboard. 

Although the machine encountered problems with the database 
portion of the benchmarks, its other scores suggest it has good 
overall perfomiance. 


Editors' Notes: 

Of the .3(KIMHz machines reviewed 
this month, this Compucon sy.stem 
offers goixl performance, a great mi* 
of quality components, and a price 
that's not out of reach. The 300MHz 
processor is housed on a new ASUS 
P2L97 motherboard with the ATX 
form factor and using the latest 440LX 
chipset from Intel. Along with the speedy processor are 64MB of 
SDRAM, a Leadtek WinFast L23nO video card with a whopping 
8MB of SGRAM onboard, a Sotind Blaster AWE64 card, a 6.4GB 
Ultra-DMA hard drive from Quantum, a Panasonic 24X CD-ROM 
drive, and a U.S. Robotics Sportster 56Kbps modem. A new LS- 1 20 
floppy drive is adtied to round out die system, along with a pair of 
1 50- Watt speakers from Rock-Excel. Priced at $4,490, this machine 
camics u three-year warranty on both ptirts and labor. 


machines," says Mike Roudsari. 

VAR sales manager at Ultinet, 

E-mail For Channel (/ss.varl^ ulti.net 
Editors' Notes: 

This month's sy.stem from Ultinet 
offers good perfomiance. and <i nice 
mix of components. Powered by a 
.300MHz processor on a 440LX 
motherboard, the .system features 64MB of high-speed SDRAM, 
a Matrox Millennium video card with 4MB of WRAM onboard, 
a Quantum Fireball 4.30B hard drive, a 24X CD-ROM from 
Panasonic, a USR 56Kbps voice/fax modem, and a Syquest 
.SyJet, a 1..5GB internal unit. For multimedia, there are a pair of 
I60W speakers and subwoofer teamed up with Creative Labs’ 
.Sound Blaster AWE64 to deliver superb sound. This machine is 
also network-ready, with an Intel EtherExpress ProlOO network 
card. This was yet another machine which managed to make it all 
the way through the benchmarks without getting into any trouble 
along the way. 
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We've got 
Canada covered! 



Each month, we publish 1 1 Print Editions, 4 Internet Editions, 
and operate a Hardware Testing Facility. 



Dominate the Canadian Computer Market 
Advertise in Canada’s Leading Computer Publications 

Canadian Computer Wholesaler (604) 608-2688 / (416) 525-8404 
The Computer Paper NationalAd: (416) 588-1580 Vancouver: (604) 688-2120 Calgary: (40.2) 228-3355 
Alberta. Saskatchewan. & Manitoba: (403) 228-3355 / 1-800-407-3355 Toronto: (4I6> 588-1580 
Montreal: (514)843-4770 Ottawa: (613) 789-6431 Halifax: (902)457-4390 
Computer Player! B.C. (604) 608-2688 Toronto Computes! Toronto: (416) 588-6818 
Ottawa Computes! Ottawa: (613) 789-6431 Quebec Miero! Montreal: (514) 843-4770 
Government Computer: (6 1 3) 789-643 1 



LAB TEST 


STD 


Suggested Retail Price: $2,799 
Service Depots: 

Atlantic — Dartmouth, N.S. 

Quebec — Montreal, Quebec 

Ontario — Toronto, London, and Ottawa 

Manitoba — Winnipeg 

Saskatchewan — Regina 

Alberta — Edmonton, Calgary 

B.C, — Vancouver 

Support For Resellers: 

Co-op advertising. 

Resellers are listed on the Web site. 
Two-year warranty includes parts and labor. 
Toll-free lech support. 

Dedicated technical BBS. 

Volume Discounts: Yes. 


Editors' Notes: 

If your customers are looking for a 
Pentium II system that won't break the 
bank, look no further. This system 
from STD is packed with everything 
you need and then some. It features a 
266MHz processor on a new QDI 
motherboard with the new 440LX 
chipset, 64MB of SDRAM, the latest 
ATI Rage Pro AGP video card with 4MB of SGRAM onboard, an 
Opti 93 1 M sound card with 3D sound, a Quantum Fireball 6.4GB 
hard drive with Ultra-DMA support, a Panasonic 24X CD-ROM 
drive and a Linkskey 56Kbps fax modem. Software ritles include 01 
Communicate 32, and the Microsoft Plus Pack tor Windows 95. This 
wa.s, strangely enough, one of only two machines in the 266MHz- 
class which made it all the way through the benchmarks without any 
problems. This one is hard to ptuss up. 



Suggested Retail Price: $3,830 
Streef Price.' $3,800 
Reseller Price: $3,250 
Reseller Autltoriialion: 

Must be in business for more than one year and have a full-time 
in-house technician. 

Suppoil For Resellers: 

Co-op advertising depend on sales volume and margin. 

Reseller referrals. 

TWo-year warranty includes parts and labor. 

Volume Discounts: 

Yes, to resellers who deal with educational institutions or corpo- 
rate employee purchase plans. 

Demo Unit Availability: 

Limited to one demo unit per reseller at five per cent less than the 
regular reseller cost. 

E-mail: darius@istar.ca 


Editors' Notes: 

The Darius system from TK-IDM 
technology this month is of the 
266MHz Pentium II variety, 
equipped with the latest QDI 
Legend I motherboard with the 
440LX chipset and 64MB of 
SDRAM. The Matrox Millennium II 
curd once again makes an appear- 
ance, as does the popular Sound Blaster AWE64 card. The hard 
drive in this system is also a new model from Maxtor — the 
4.3GB DiamondMax with Ultra-DMA support, with an average 
seek time of under 10ms. Panasonic’s late.st CD-ROM drive is 
also part of this system, operating at a maximum speed of 24X. 
Rounding out the system is a U.S. Robotics Sportster 56Kbps 
voice/fax modem with speakerphone and a pair of Yamaha M7 
multimedia speakers. In the way of software, you get Corel’s 
WordPerfect Suite 7.0 OEM. (or 8.0 once it's available OEM), or 
Lotus Smartsuite 97. 




Performance 

Pentium II 300MHz-class 
Express Micro 

In the 300MHz-class, the performance award for the fastest machine goes to Express Micro. With an overall score of 288 and a 
slew of nothing but the best components, this is one machine you’d want to take home with you. 

Performance 

Pentium II 266MHz-class 
A-Open 

The performance award for the fastest 266MHz machine was not an obvious pick. For some unknown reason, each and every 
266MHz machine we tested (with the exception of STD) encountered a problem during the benchmarks, most of which were data- 
base related. The exception was the IBM machine which had a problem with the desktop presentation portion. Since the overall 
scores were not calculated due to these problems, we had to do some "guess-timating" and determine a final score based on how 
the machine was doing up until the problems were encountered. All that said and done, the award goes to the A-Open system for 
having the highest partial score. 

Price/Performance 

STD 

The system from STD offers the best performance for the money. Priced at $2,799, it has great components, had no problems fin- 
ishing the benchmarks, and would make a fine addition to any desktop. [[# 

Steve Halinda, Tim Bingham-WalUs and Jazz Bhooi are CCW's Lab Test Editors. The can be reached at <416) 535-8404. 
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The New 'Sweet Spot* 
in the PC Mapket 


N D U S T R Y 



by Jeff Evans 

When I sluried going lo 
my wife's family's col- 
lage. 1 was iniroducecl to 
an old camper's ireai — a 
gooey mix of marshmal- 
lows and chocolate chips 
called S'mores (so named 
because after you eat one, 
you'll ask for s’mnre). 

At the end of 1097. the "sweet spot" in 
the Canadian PC industry (the place where 
resellers go to make a good profit margin) 
seems to be the SMORG market. 

Cimme S'More SMORG, Please 

■SMORG stands for Small and Medium 
Organization: companies or departments 
with between one and 50 computers. The 
SMORG market space is the most rapidly 
growing part of the business computing mar- 
ket. as home-based and small businesses and 
departments proliferate and create most of 
the new jobs in the Canadian economy. 
SMOROs typically don't have an integral 
information technology department, hut they 
do want the kind of high reliability network- 
ing that a traditional large enterprise has, 
SMORGs. therefore, are prime candidates 
for complete system solutions; desktop PCs, 
notebooks and servers, muss storage and 
backup, monitors, nelwork/Intemet services, 
insurance, leasing, security, applications 
software, peripherals, ergonomic furniture 
and equipment, supplies, IBMPCSOOPI 

consulting, and warranty 
support. In other words. 

SMORGs don't ju.sl want 
to buy the lowest price 
clone PC box when the 
business increasingly de- 
pends on the continuous 
operation of the en- 
tire office computer 
system. The 
they need reliabili- 
ty. the more likely 
they 



willing to pay a f'i' ' ' ' ' ' \\\ 

bit extra for it. ‘ — 


For resellers, the key is to sell 'value,' 
composed of quality, and service, competi- 
tive but not cutthroat pricing. 

When CCW recently went to talk to 
leading Canadian executives from IBM. 
AST. NEC, Packard Bell, HP. and Compaq, 
they all had a remarkably consistent vision 
of the 1998 PC market. After several years 
of great success in the retail PC market, 
where home PC prices actually 
rose as technology-hungry 
consumers drove the demand 
for high-powered graphics, 
sound, processors, hard drives 
and Internet services, the easy 
pan of the home PC market 
has finally been stuffed with 
product. Home PC sales arc 
flat, and margins have become 
paper thin, or disappeared 
entirely. Some home PC mak- 
ers even report a resurgence in 
demand for 14-inch monitors, 
to go along with bargain- 
priced $800-or-less entry level 
PC systems. The only way to 
attract the less well-heeled PC 
buyer, it seems, is by squeez- 
ing system prices well south of 
the $1,000 mark. Makers of 
premium home PCs, such as 
the NEC Ready. IBM Apiiva. and HP 
Pavilion lines, which charge higher prices 
and offer belter margins for lavish 
feature sets and multimedia iniegra- 
lion, report respectable sales. How- 
ever. the high-end home PC segment 
is a small and relatively limited mar- 
ket. In order to capture the remain- 
ing 60 per cent of households that 
don't have a PC, computer vendors 
may have to wait for even cheaper, 
simpler to use and more appealing 
home PC products than are currently 
available. AST Canada, for 
example, though it still has 
home PC product in the 
channel, has largely 
withdrawn from the 




mass market PC s 
at least temporarily. 

All the brand r 
PC makers, led by traditional 
business computing leaders like IBM and 
Compaq, are instead training 
their sights on the SMORG 
market in 1998. believing lhai 
is where respectable profits 
can still be made. A host of 
new desktop, nolebook and 
server PC products are aimed 
at appealing to the busine.ss 
user. Built in network man- 
agement. and plug and play 
insuillaiion are the subjects of 
great R&D activity. “Total 
Cost of Ownership” (TCO) is 
a mantra being repealed by all 
the big vendors. The aim of 
companies such as Microsoft 
and Intel is to promote stan- 
dards that will reduce the soft 
costs of business PC owner- 
ship: down time, installation, 
training, maintenance, and 
technical support. With the 
total cost of ownership of the average PC 
running at $8,000 to $12,000 per year (with 
only 10 to 15 per cent of that being hard- 
ware costs), there is lots of room for 
improvement. 

The Price of Security 

In the non-hobbyist PC space, there is an 
enduring value placed on a recognized 
brand name. For the comfort factor of qual- 
ifying for firsl-raie warranty support. 
SMORG customers are much more willing 
to pay something extra for a first-tier com- 
puter system. Hli) 

Jejf Evans is AssociaK Editor of Canadian 
Campitler Wholesaler and can /«* reached at 


hno ^Www ccwnsj.c 


November 1997 CANADIAN COMPUTER WHOLESALER 49 


IN PROFILE. 


ANO — Back In Black 


Reseller rebounds from tough times, 
now looking forwards 


Vancouver re.seller Toby Chu mijjhi be con- 
^,idered a study in determination and perse- 

His company — ANO Ofllce Auto- 
mation is expecliny to sec $10 million in 
sales this year, and employs 200 people in 10 
locations across the country. Yet, the road has 
been a rough one. The company has seen 
sonic tough times; but has reboundod- 

ANO is a .supplier of microcomputer 
systems, photocopiers, fax machines, techni- 
cal suppon and training; and an authorized 
reseller and service provider for Canon, 
Compaq, IBM, Lexmark, Novell. Okidata. 
Panasonic. Raven, Hewlett-Packard and 
Motorola. The company provides connectivi- 
ty solutions — from consulting to design ser- 
vices. engineeiing to instiillation, testing to 
network maintenance. 

The Struggles 

Last year, ANO Office 
Automation fell from 
an $l8-mil!ion suc- 
cess story into the dol- 
drums of receivership 
and climbed its way 
back to success again. 

"Times may be tough. 


hut t 


long a 




focus and put your 
mind to it and don't let 
go. it will conie hack." Chu said. "At the worst 
of times I went five to seven tlays without 
sleeping becatisc of the stress.” But, instead of 
quitting. Chu turned the company aixiund. 
The Story 

Chu founded the ANO reseller bu.siness in 
1986, then started growing into the corporate 
market. "At the peak we were considered title 
of llie largest corporate resellers in western 
Canada," Chu said. In 1 99.1 he was named one 
of the top 4{l business persons under age -HI by 
Business In Vtincouver magazine and his busi- 
ness was ranked the 3.^rd fastest growing 
company in Caiiadii by Pivfil MiigiitJne. 

In 1994, he went public and sold all his 
shares of ANO to Annova Business Group, 
which became the pareni company. He 
expanded the Vancouver-based head office 



hv Miilifle McLean 

and formed franchises. He also started the 
Canadian Institute of Business and 
Technology Corp.. a career training program 
in China. 

His company wtes growing rapidly — in 
fact, too quickly — and it led the start of a 
downward spiral. "We expanded into loca- 
tions (then! we lost control." Chu recalled. 
"We saw it coming, and tried to turn things 
around — to close locations that weren't 
making money. We were doing all the things 
that iuiy rnanagemem would do.” 

His career school didn't lake off as 
expected and management and resources were 
being stretched thin. Then the bank pulled his 
line of credit. 'The bank pulled the line (of 
credit, in March 1996) and I raised some 
money, brought in some new panneis and 
bought eveiything from the bank and we built 
It from iheic," he said. 
"[I sounds simple, but 
it's very painful." 

Chu described 
the siiuaiion as his 
worst nightmare and 
a scarring experience. 
"My mi.stake was 
expanding loo fa.st 
without the capital. I 
was expanding on 
money loaned to me. 

I never should have 
done that. If you expand on et|uiiy your bank 
has their hands amiind your neck." However, 
in the same breath, Chu said the bank was 
"very supportive" throughout the recovery 
process. "We worked logeiher hand in hand." 
he said. "We collected money for the bank and 
paid Ihcm out." 

Chu added that, unlike a lire sale, inven- 
tory was sold at nearly market price. "I 
arranged with the investor, created a new' 
company, bought all the assets from the hank, 
collected ail the money from the old company 
and paid them iihe bank) off. We got them off 
our backs and started rebuilding from there." 

Chu admitted the stress during the lough 
time kept him awake for a week .straight. He 
said he devoted 24 hours a day to rebuilding 
his company. "1 built a good repulalion out 



“I arranged with an investor, 
created a new company, 
bought all the assets from 
the bank, collected all the 
money from the old company 
and paid (the bank) off." 


David Wu. general manager with ACP 
Marketing Inc., has dealt with ANO since 
1991 as a supplier and customer. "We lost 
money and we negoliaied." he said. "We set 
up a new account and only dealt in COD 
lemis for about a year." Wu admitted e\en he 
is amazed with the company's speedy recov- 
ery. "It looks like Toby Chu is really a 
genius." he said. "He fails, but he can gel up. 
And how he gets up I don't know." 

Since the restructuring, Chu has focused 
mainly on small- and medium-sized business- 
es. (Ann recently bought a remanuracluring 
copier business.) "We want to revolutionize 
the computer industry." he said. "Our 
approach is computers, copiers and faxes all 
in one. We provide full service and sales." 

Chu also credits his siafT for the recovery. 
Most of his management team has stuck by 
him, he said. ANO's siafl'of 2(X) staff is a con- 
siderable jump from the skeleton crew of 80 
during the lough limes. "There's a lot of (pos- 
itive) staff morale," he said- "1 couldn't let 
them down. They believed in me so I had to 
make it work." Chu looks back at the troubles 
not as a failure, hut as the greatest learning 
experience in his life. "If 1 have any words of 
advice for other people, it's don't expand on 
borrowed money and never, never quit." (tn 

Michele McLeuii is a Tonmw-lmsed jnuniuHsl. 
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Column 

Investing The Profits 

Making Money’s No Easy Job In This Industry. 

How Can You Choose A Financial Planner 

To Help You Make The Most Of It? by Douglas Cray 




As an owner of a compui- 
er reselling business, you 
need to juggle a lot of 
balls to survive. For 
example, what do you do 
with the money you have 
left at the end of day? 
Since you are going to 
have to rely on your own wins, .savings disci- 
pline and investment success for your own 
retirement, you need and want to get objec- 
tive professional advice. So where do you 
find it? 

Keep in mind that anybody can call 
themself a llnancial planner, financial consul- 
tant or ftnancial advisor. In fact though, they 
could just be sales reps selling investment 
and other produces for a commission. No fed- 
eral. provincial (except for Quebec), or local 
laws require qualiftcadons such a.s those 
imposed on other professionals, including 
accountants and lawyers. 

There are several ways of locating a 
financial planner. One of the most effective 
ways is to contact the Canadian 
Association of Financial Planners 
(CAFP) head office in Toronto. 

The toll-free number is 1-800- 
346-2237. All members of CAFP 


the key CLspecls of my financial planning life? 
Just a.s you .select a doctor or lawyer, you 
should base your decision on a number of 
factors: education, qualifications, experieitce, 
integrity, ethics and reputation. 

When selecting your financial planner, 
choose one you can work with confidently. 
You are asking this person to help shape your 
financial future and quality of life in retire- 
ment. and you are paying him or her to do so. 
It is your respon.sibility and right to fully 
enquire about the planner’s background, 
numbers of years in practice, credentials, 
client references, and other relevant 
information. 

Call the planner and ask for a meeting. 
Use this opportunity to get a sense of your 
compatibility and to discover exactly how the 
planner will work with you. Ask questions 
about ftnancial planning diut will give you a 
basis for comparison with other planners you 
have contacted. In .short, get the information 
you need to feel confident that this person is 
right for you and your needs. 


• Will the planner show you a sample finan- 
cial plan that they have done fur another busi- 
ness owner? (Obviously without disclosing 
confidential information or client names.) 

■ Does the planner just give financial advice, 
or do they also sell financial products ? 

• Will the planner's advice include only 
generic product categories or specific product 
recommendations? 

■ Will the planner spend the time explaining 
their reasons for recommending a specific 
product and how it suits your goals, circum- 
stances and tolerance for risk, and put it in 
writing? 

• What follow-up does the planner do. to 
make sure that your financial plan is imple- 
mented? How often is it reviewed and 
revised? 

• How is the planner compensated ? 

Are there any potential conflicts of interest in 
the investments the planner recommends? 

■ What professional licences and designations 
has the planner earned? 

• What professional liability ir 


age does the planner carry for 

“It is your responsibility and right to fully negligent advice and how 
enquire about the planner’s background, 7"^ coverage? win 

^ or they confirm that in writing? 

numbers of years in practice, credentials, once again, it is recom- 

have professional liability QjjQpf references, and other relevant information." 

■r"'" least three financial planners 

• By a.sking the following questions, you 
should get the information you need to make 
your decision on which financial planner to 
hire. As you think of others, add them to your 
list. Keep in mind how the answers fit your 
personal needs. 

• Does the planner ofl'er comprehensive 
ftnancial planning services and how long 
have they been doing so? 

• What did the planner do before becoming a 
ftnancial planner? 

• What are the planner’s areas of expertise 
and what services do they provide? 

• What type of clientele docs the planner 
serve? Do they have particular skill in under- 
standing the many needs of a small business 


insurance. 

The CAFP will give you the contact 
phone number for the chapter in your 
province. By contacting this number, you will 
be sent a free publication called A Consumer 
Guide 10 Financial Planning. You will also 
be sent a roster of members who have been 
awarded the Registered Financial Planner 
( RFP) dcsignadon in your province. This list 
shows experience, credentials, and services 
provided, lists any ftnancial products sold, 
and states the method of payment, such as fee 
for service, commission, or both. 

After you’ve decided to seek the .ser- 
vices of a financial planner, you may have 
other questions: Which professional is right 
for me? How do I identify' a competent finan- 
cial planner who can assist in coordinating 


before you make your final selee 
work effectively with a planner, you will need 
to reveal your personal financial information, 
so it’s important to find someone with whom 
you feel completely comfortable. 


Douglas Cray. LLB. is a \'uncou\'er-based 
speaker, retired lawyer, columnist and author 
of 15 besi-selling husinc.ts books, plus a real 
vsuuc investment software pivgnini. His 
books include The Complete Canadian Small 
Businc.'is Guide. Home Inc.: The Comulian 
Home-Based Busines.s Guide (hath by 
McCmw-HiU Ryerson). Start and Run a 
Pivfitahle Consulting Bitsines.s and 
Marketing Your Product (both by Self- 
Counsel Press). 
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DOCUMENT MANAGEMENT 



Note Opportunities In 
Document 
Management 

by Dan McLean 


D ticument inaiiagement is un emerging new frontier in IT, and 
more and more vendors are looking to blaze a trail in this uncharted 
space. With an ever-increasing need for record management in busi- 
ness. coupled with the rise of digital communication, document man- 
agement brings reason to the chaos of correspondence, charts, clip- 
pings and all manner of unstructured data. 

Document management, among other things, enables collabora- 
tive processes such as group sharing of information and data. It pro- 
vides a means of managing records — organizing and cataloging data 
such as pictures or text through functions such as archiving and record 


Microsoft's Exchange, as well as products like Docushare from Xerox. 

These products are relatively inexpensive (usually under US$ 100 
per seat) and, through a Web browser front-end, provide basic docu- 
ment management services like check in and check out (a feature that 
controls end-user access to electronic and other documents), version 
control, search and access control. Of course the groupware product 
require the respective groupware infrastructures to drive them. 

At the high end are products from vendors including 
Documentum, NovaSoft and InierLeaf. which provide more advanced 
replication services and workflow capabilities. "Whal those systems 



management. Products boast know-it-all tools that pack such high- 
powered functions as version tracking, rendition creation, search capa- 
bilities, record dissemination and capture management. 

"The pure document management market is maybe USS350 (mil- 
lion) or US$450 million this year, so it's not huge." said David 
Yockelson, vice-president and director of consultants Meta Group in 
Stamford. Conn. “But when you start extending that out and thinking 
of concent management and what role document management products 
might play.. .the value of the products is definitely increasing." 

Document management is just scratching the .surface iind only 
beginning to fulfill a demand that has barely been serviced, according 
to Lynn Kauffman, president of leading document management ven- 
dor PC DOCS Canada in Tnromo. "Document management is still in 
it's infancy." Kauffman observed. "1 don't believe that one per cent of 
the potential market opportunity has been capped. For resellers, this is 
the time to jump in because it's a very, very, young market.'' 

According to the Kauffman, systems integrators who have skill 
sets in vertical markets — financial, accounting, manufacturing or 
subsets of any of these — can be extremely successful. "They can take 
a product like ours and give it a face to be very relevant to the envi- 
ronment and business they know. They can have a very successful 
business because |document manugemenl is largely untapped." .she 

Yockelson confirmed that documeni management business is just 
beginning to boom. The Inicmel and the need for search capabilities where the market 
across this widely dispersed community is intensifying the need for 
documeni management. And documeni management products are 
incTeasingly better able to link with other applications — particularly 
groupware — increasing their value even more. 

The market itself is shifting somewhat and beginning to stratify 
into two extremes. Yockelson said. There are current three tiers of 
products. At the low end — the simplest level of funciion — there arc 
products like Dnmino.doc from Lotus, Novell's GroupWisc and 


target are {environments that) deal with an extended lifecycle of very 
complex^ docii^^^s within a particular process — data and 


industry and the 


end docu- 
manugemeni 


products. 


It is between 


the most pressure. The 
products here have I 
slightly enhanced low- I 
end capabilities, but not 1 
near the functionality of 
their high end counter- 
parts. Players in this 
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space include the likes of PC DOCS and Open Tew Corp. 

'it turns out that not of lot of these (document management) com- 
panies have very good channels,” Yockelson said. "PC DOCS actual- 
ly has an excellent VAR channel, but Documcntum. at the high end, 
deals with more major systems integrators and consultants. They may 
have a total of .'^O partners. "Most of the companies are new enough 
and small enough not to have created very large channels, however," 

Any discussion of document management probably begins with 
PC DOCS. The product began life as tool for lawyers and today, 
according to KaufTman. almost every major federal government 
department uses it. 

PC DOCS runs on SQL databases offered by such companies as 
Oracle. Sybase and Microsoft. It includes a full text search engine that, 
among other things, allows you to search for word document strings. 
According to Kauffman, PC DOCS’ systems are extremely customiz- 
able and ihat’s where the opportunity for resellers and integrators lies. 
Among the skills required for qualified PC DOCS resellers are a thor- 
ough understanding of Novell NetWare and/or Windows NT. PC 
DOCS’ is completely dependent upon the security provided by these 
network operating systems. "When I look for an integrator, they need 
to have top quality network skills and they also need to huve a back- 
ground in SQL." Kauffman said. "I have a couple of resellers in [west- 
ern Canadal who are absolutely cleaning up because it's very sparse 
lout there) in terms of document management integrators. 

"Although it started in Ottawa, PC DOCS is now being rolled out 
everywhere and it's typically local integrators that are going to do the 
implementation,’’ she added. “Our model is the channel and we rely on 
it heavily to help us market, sell and do the integration. In terms of 
integration opportunilies, which is really where the money is... there’s 
probably a 5-to- 1 ratio of services to product in IT dollars.” 

Waterloo. Ont.-based Open Text Corp.'s Livelink suite include.s 
four integrated primary components — workflow, collaboration, full 
text search and retrieval- The product runs from a Web browser on the 
client side and is driven from a Web server. 

"Value-added resellers sell, deliver, install and luc ihe front line 
support to the end client," explained Lanny Klassen. channel manager 
for Open Text. "Our (VAR) program has a discount suxicture so they 
can actually buy. resell and make money on the product itself, in addi- 
tion 10 the services they provide." VARs who are in the bu.siness of 
installing Internet and intranet services constitute those qualified to 
sell and support Livelink. Open Tfexi also offers a reseller certification 
program for both lechnical plus sales and marketing people. Like most 
other document management vendors. Open Text continually seeks 
partners. "The program is still fairly young and hasn't had a chance to 
mature," Klassen said. Lotus Development Corp. with its 
Domino.DocManager product is another serious contender by virtue 
of the sizable Notes user base. The Lotus document management 
application includes check in and check out that can be accessed via 
Web browsers or Note.s clients. In addition, archiving and version-con- 
trol tools and security features let the "owner" of certain Notes docu- 
ments specify a range of access privileges. "The number one request- 
ed application from customers in the existing Notes user base is docu- 
ment management." said Marc LeBlanc. product manager for 
Montreal-based Lotus Canada Ltd. "Notes and Domino are very doc- 
ument-centric. There’s a lot of workflow and security built right into 
the product. "LeBlanc described Domino.doc as an out-of-ihe-box 
solution ihai includes a server piece which manages the documents 
themselves and a client piece that fits onto Notes and runs in the back- 
ground. The product integrates with Miaosoft Office and Lotus 
SmartSuiic. 

The opportunities for VARs are in the area of product customiza- 


tion.’’We’ve got a tool for VARs and business partners logo into a cus- 
tomer site and say. ’what you've been looking for all along we can 
now do for you.' I ihink ihe opportunity is really, really great." 
LeBlanc .said. Novell's GroupWi.se 5.2 includes a new document man- 
agement application that features workflow, check in and check out, 
revision and version control, The company is currently developing a 
product — code-named the Jefferson Project — which will bring Ihe 
ability to access and publish directly to the Web, documents directly 
out of the document management and GroupWise systems. The prod- 
uct is expected to ship by year end. 

According to Mike Levy, director of marketing for Novell 
Canada, VARs are always in short supply and in big demand. “The 
whole document management area Ls an interesting one because its not 
understood by a lot of organizations and a lot of resellers," he said. "So 
it's an opportunity to develop a unique area of expertise. 

"Right now 1 would say there are a relatively small number of 
resellers who really understand it from the consulting point of view, in 
terms of working with organizations and helping them pul together 
solutions." CtW 

Cciiiicifl iiifoivialioii: 

Lotus — 1-800-565-0878, 

Novell — hllp://www.novell,com (under GroupWise) 

Open Text — http://www.opentext.com 
PC DOCS — (4 1 6) 497-7700 

Dan McLean is a Toronto-based journalist who specializes in high- 
technology reporting. 
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Can^e 

wibBe 

Safe? 


A \ a reseller who is considering con- 
dueling sales on-line, the securiiy 
coiiccnis of the pnicntiul customer 
are. necessarily, your concerns. What’s more, 
getting CO the point of conducting sales on- 
line is far from a trivial pnx;ess. Some com- 
panies have invested months tand even 
years!) of development before the rust on- 
line sale. It's important to determine whether 
the preparation required to conduct sales on- 
line is worthwhile for your company, and 
whether the corporate Web site will actually 
process on-line sales, or simply act as a digi- 
tal brochure. 

Despite the increasing sophistication of 
on-line sales methods, a lot of eompunies are 
still opting to use of their Web site as an infor- 
mation-only medium. Ifdevoiinga lot of lime 
and money into creating an on-line sales site 
is not an option, just keeping an up-to-date 
database of sale items and a list of contact 
methods {a phone number to call. E-mail 
information, a physical address, for example) 
can be effective. 

Other companies 
are taking a half-and- 
half approach. All Ihe 
information necessary 
to conduct a sale can 
be collected (items to 
be ordered, customer name, address and 
phone numbers) and processed on-line 
through a relatively .simple calculation and 
submission script; however, credit card num- 
bers would not he submitted via this method. 
Instead, the customer would be given the 
option of phoning in the order (with a refer- 
ence number for the processed order, per- 
haps), or of having a sales representative from 


the company phone at a later time to confirm 
the order and take payment information. 

More and more companies are going for 
the full on-line method, however. 

A number of years back, the Internet 
psychics predicted an age where everything a 
consumer could possibly warn to buy would be 
on-line. Warn airline lirkeis? Jusl click here. 
Newfiimimre? Surf on over to this site. A new 
house ' Check out the real estate listings, then 
surf on over to the hank. Knickkniwh to pul 
into the new house!' No problem! 

Certainly, some steps have been laken 
towards realizing this kind of nn-line experi- 
ence. but as of yet. the ubiquitous digital 
shopping blitz has yet to materialize- Why'.’ 
Among other reasons, the perception has 
been that giving out a credit card number over 
the ’Net is so insecure that mailing cash to 
random addresses would be just as effective. 
People envision ill-willed hackers silling in 
the dark, just wailing to grab credit card num- 






beiween servers. 

In actuality, a 
credit card number is 
probably at more risk 
of being copied down 
and used illegitimately 
when your card is pre- 
sented as payment at a 
restaurant. From the time a restaurant patron 
hiinds a card to the serving person to ihe time 
the credit card slip reaches its final desiinuiion. 
the card number may have gone through five 
or more sets of hands. On the ‘Net. the sophis- 
licalion required to grab credit card intbrrna- 
lion from electronic translations is much high- 
er, E-mailing a credit card number, even unen- 
crypled. is possibly 

handing a credit card 

business. 

The general feel- 
ing of security in dig- 
ital transactions has increased recently, due to 
a few mitigating factors. Encryption between 
browser and server has gotten u lot belter, and 
has been receiving greater attention. 
Microsoft’s "wallet" lhnp:/Avww.inicmsofl. 
coin/commerce/ wallet/) provides a safe place 
to store sensitive information on your com- 
puter while allowing access to authorized par- 
lies. "Digital cash" lhllp://www.digicash. 


"E-mailing a credit card number, 
even unencrypted, is possibly 
more secure than handing a 
credit card to someone in a 
local business." 


com), is a partially offline method of transfer- 
ring money without having to transfer any 
sensitive information on-line. Methods of 
aulhcnlicaling who is at the other end, via dig- 
ital keys, are also being implemented 
(hfTp://wnw.i’ei isign. com), ’These things have 
gone a long way to assuaging the nervousnesss 
of potential on-line shoppers, but there’s still a 
distance to go before people are as comfort- 
able shopping on-line as they are in person. 

Part of becoming a fully-fledged on-line 
sales site involves deciding which of these 
options would best serve the Web site and. 
niore imponanily. the customer. Bui it's 
important not to get so bogged down in the 
technical aspects of conducting on-line sales 
that the psychological ones are forgotten. 

Despite the many securiiy features that 
on-line sales methods now feature, there will 
probably still be that little voice in the back of 
the customer's head: Is this realiy secure? Is 
someone going to snatch my credit card num- 
bers with a packet 
interceptor? How do 
know who’s going 




o this 


"/\s of yet, the ubiquitous digital 
shopping blitz has yet to 
materialize." 


information after it 
arrives there? Should 
1 trust them? 

An easy way to 
deal with this con- 
cern is to offer the customer the same option 
as the half-and-half method: all information 
can be taken on-line, or the cu.slomer can opt 
to have a sales representative call to collect 
the rest of Ihe information. Toll-free numbers 
should be included, if available, along with 
as much other contact information as possi- 
ble. And. it never hurts lo explain to the cus- 
tomer along the way exactly what securiiy 
measures are in place fhiip://www.dell. 
coin/siore/info/securiiy.hini) for example, in 
case they're concerned. 

When selling major items over the ’Net. 
it always pays to remember that the customer 
shopping at your Web site is a person, loo. and 
may have legitimate concerns with regards to 
securiiy in web sales. Although there is no way 
to make any transaction totally secure, you can 
still do a lot to ease their concerns, m 

Sean Carrulhers does Web consulting for 
Armchair Airlines Computer Serx'ices Ihitp: 
//www.urmcheiir.mh.cei) in Brandon. Man. He 
can be reached at oneiros@annchair.nih.ca. 
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Sony, Philips, Sharp develop 
large flat-panel display 

Philips F.lecimnic.s, Sharp Corp. and Sony 
Corp- say they have jointly developed a 
42-inch flat-panel PALC (Plasma Addressed 
Liquid Crystal) display. 

'Hte news follows similar announce- 
ments from NEC. Fujitsu and Hitachi. The 
new screen has a 1 6:9 widescreen aspect ratio 
and has a resolution of 8.i4 hy 48(1 pixels, or 
wide-VOA. It is capable of displaying 16.77 
million colors and has a maximum brightness 
of 400 candelas per square metre. Contrast is 
I (K): I and it has a viewing angle, in all direc- 
tions. of 140 degrees. 


Matsushita wows Japan electronics show with portable DVD 


A year ago. visitors to the Japan Electronics 
Show were fighting their way to the stands of 
Matsushita Electric Industrial and Toshiba 
Corp. to get a glance at DVD Video. This 
yeitr. DVD was again in the spotlight as 
Matsushita, better known by its Panasonic 
brand name, unveiled prototypes of the 
world’s first portable DVD player, the 
DVD-Ll. 

The new player combines a high re.solu- 


widescreen LCD (liquid crystal display! 
with a DVD Video player. The unit also 
accepts CD-Video and audio CD discs. 

■nic entire unit occupies little more area 
than a 12 cm DVD disk and features a fold- 
up to with built in LCD. 

Output sockets on the rettr of the device 
allow- it to be connected to a standard televi- 
sion monitor or to any devices supporting 
optical inputs. Pricing had not been set. 


Sharp and Sony have been working 
together on displays based on PALC technol- 
ogy. which is slightly different to other plas- 
ma displays, since September 1996 and were 
joined in July by Philips, which is contribut- 
ing its research and development work in 
high-apenure. high-resolution technology for 
lower power consumption and higher-picture 
brightness. The basic PALC technology was 
developed by Sony and Tektronix Inc., of the 
United States. 

Features of PALC include an active 
matrix .system that separately addresses each 
pixel of the liquid crystal, making for bright, 
high-contrast, distinct images, according to 
Sony. For addressing, plasma is used as an 
electronic switch rather than a light source. 

Fujitsu was the first manufacturer to 
announce a commercial high dermiiion plas- 
ma di.splay panel (PDP) based monitor. The 
unit had a 42-inch display and will go on sale 
alongside the company’s currem standard 
definition PDP. NEC announced it had devel- 
oped 50- and 42-inch high definition PDP- 
hased televisions and monitors and Hitachi 
showed a prototype of its new XGA resolu- 
tion PDP screen. 


Asia plans commercial Internet exchange 

Asian companies will find it easier and more cost-effective to conduct 
business over the Internet later this year with the first neutnil. high- 
capacity commercial Internet exchange in the region. 

Digital Equipment Corp. and Kuala Lumpur-based Wargamedia 
have revealed plans to build the new facility in the Malaysian 
Multimedia Super Corridor. The Kuala Lumpur Internet Exchange 
(KLIX) will replicate Digital’s highly successful Digital Internet 
Exchange (PAIX). introduced last July in Palo Alto. Calif. 

“KLIX is a mayor step in facilitating the implementation of the 
Malaysian Multimedia Super Corridor and will foster the growing busi- 
ness-to-business use of the Iniemei by companies in Malaysia and the 
entire Asian region.” said HarJono Zaln-AI-Abidin, CEO of 
Wai^amedia. based in Kuala Lumpur. Wargamedia .Sdn. Bhd.. is a pri- 
vately held enterprise that combines expertise in telecommunications, 
computing and multimedia to provide value-added services to the Asian 
business community. 

New Japanese cybermall opens 

Japanese Internet users have a new place to shop 
— The Super Mall. 

The on-line shopping mall wn.s launched at t 
of October by Dentsu, the world's largest advertising agency, and the 
Fujisankei Communications Group, a large media conglomerate in 

The site was launched as a tic-in with a television program on the 
Fujisankei-affilialed Fuji Television Network. The group said that gen- 
erated great response and even led to three sales of US$1 .25 million. Tlio 
Super Mull can he found on the Work! Wide Web at hltp://www. 
superman .or.jp. 

The mall is divided into two zone.s, the media zone and the shop- 
ping zone. The former contains free content with ndvertising and paid 
content while the tatter currently hou.ses eight stores, tli*! 
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TECHNOLOGY 


Dusting Off 
The Crystal 


Ball 



To help get a picture of 
what’s going to be hot 
(and not) over the next 
little while, let's see if we 
can fire up the crystal ball 
and look ahead to the 
near future. That covers 
the next six months or so 
- past there, my crystal bull gels increasing- 
ly fuzzy. 

More New Processors, 
Motherboards And Chip-Sets 

Right now, the best price/performance in a 
traditional Pentium-siyle (Socket 7) mother- 
board can be obtained from AMD K6 CPU. 
which offers better performance at most ta.sks 
at a somewhat lower price than Intel's 
Pentium MMX line. The mind-share, howev- 
er, belongs to Intel. Resellers would be doing 
your customers a favor by directing them to 
K6-powered machines, but should also fea- 
ture Intel-powered models for buyers more 
influenced by Intel's TV ads. 

Higher-end Pentium II models have 
been hindered by the lack of motherboards 
that supported all that processor’s power; the 
recent release of Intel’s 440LX chip-set final- 
ly makes it possible to break through that bot- 
tleneck. Make sure that any Penlium-ll mod- 
els you’re selling come with an LX-powered 
motherboard. Similarly, Pentium-type models 
sporting the 430TX chip-set offer some of the 
best future support. Among current offerings, 
these are the only ones that will be compati- 
ble with new power management and plug 
and play features in Windows 98 and NT 5,0. 

Expect to see as many new CPU releas- 
es in 1998 as in 1997 (in ocher words, lots of 
new models and lots of confusion), and watch 
for system changes to support ever-fasier 
processors. 

New Peripherals 

Lots of fancy technologies were promised for 
1997; none, however, have reached mass 
acceptance. Universal Serial Bus (USB), 
Digital Versatile Disc (DVD), Firewire, 
Accelerated Graphics Port (AGP) among oth- 
ers are still looming for the future. None of 
these lue going to be must-have technologies in 
the short term. The reiea.se. sometime next year, 
of Windows 98 and NT 5.0, however, will 
finally give these technologies operating sys- 


tem-level support; at 
thill lime, we may start 
to see more than a few 
products supporting 
them, and the ramping 
up of user demand. 

For now. while 
you don't need to offer 
ihe.se technologies on 
the bulk of your prod- 
uct-line. you should be able to support them 
as an option. System motherboards, for 
example, should include pins allowing easy 
addition of USB pons. Offering and promot- 
ing such features now. however, can help dif- 
ferentiate your product line from the compe- 
tition’s model.s. and can gel you an edge with 
the power users, each of whom often helps 
influence the buying decisions of many less 
technologically sophi.sticaied consumers. 

Notebooks Will Only Get Hotter 

With the recent release of Intel's Tilamook 
line of notebook processors, the market is 
quickly being Hooded with 2(X)MHz lo 
23.fMHz models, breaking past the 133MHz 
to 150MHz level where notebcKik perfor- 
mance has been stalled for the past year or so. 
Active matrix screens of 13 inches or more 
have become far more affordable, and 
increasingly models are able lo accommodate 
both CD-ROM drives and floppy disk drives 
at the same time. The re.sull is that notebooks 
are able lo remain portable while replacing 
desktop units for many buyers — both corpo- 
rate and home. 

Tlic notebook market is far different 
than the desktop market. A few large name 
brands (Toshiba. IBM. Compaq) control far 
more market-share, while profit margins are 
higher than in the wildly competitive market 
for desktop units. Partly, this has been 
because most notebooks have been purchased 
by big corporations for use by mobile 
employees, and corporations have been will- 
ing to pay higher prices to standardize on a 
few name-brand product lines. 

As notebook models become increasing- 
ly attractive to small business and home 
office buyers, there will be a window.s of 
opportunity for other vendors to increase 
sales. Acquire rights lo market notebooks 
coming from one of ilic Taiwanese manufac- 
turers (who often manufacture models for the 



hy Alan Zinman 

name-brands as well) 
, lo ensure that your 
company won't gel 
left out of this prof- 
j liable and growing 
market. 


Plan For The 
Longer Term 

Intel, Microsoft, and 
Compaq have been publishing specifications 
for next year's computers each summer for 
the past few years. Manufacturers ore sup- 
posed to have their de.sktop models in line 
with these specifications by next July. Here’s 
some of what’s in the PC98 Design Guide: 

• 66MHz or lOOMHz internal bus (you 
may find some 75MHz settings on .systems 
with Cyrix Logic CPUs and 83MH7. bus 
speeds on AMD-powered systems), along 
with support for either AGP or 64-bit PCI lo 
improve communications between the new 
generation of CPUs and the rest of the sys- 
tem. Expect AGP on the higher-end models. 
64-bii PCI on the entry-level machines. 

• Bus-maslering hard drives on entry-level 
models. SCSI on high-end machines. No. 
SCSI isn’t dead, and will continue to be an 
important technology for users wanting to 
add scanners, CD-ROM writers, and other 
importani minority features — at least until 
USB takes olT. 

• Motherboards that support the new man- 
ageability feature.s promised for next year's 
crop of operating systems, such as the ability 
to power-down but ‘wake-up’ when called 
over a network. 

• Continued .support for the fSA bus — but 
only for a iitlle while. The ISA bus and older 
ISA peripherals are the bigge-st obstacles stand- 
ing in the way of Plug-and-Play becoming a 
truly functional standard. Last year, many 
expected ISA support would be dropped from 
the PC98 .spec. It hasn’t happened yet, howev- 
er. a.s loo many manufacturers want to continue 
to offer too many products built for the 1984- 
generation ISA bus, Microsoft has announced 
that effective January 1999. It will no longer 
offer a Windows logo to anyone manufacturing 
a system that includes ISA slots. £M 

Alan Zismiin is a compmer jounuilisi and 
teacher, living in VaiKouver. He can he 
reached at azisman@ivfiers.wiive.cii. 
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THE PUNDIT 




Brand pawecl) 


Nothing beats a good name for sales potential, say indu^rjf leaders. byamganmcn 


^ I Iheir respective 
keynotes the 
Seybold Publishing con- 
ference in San Franciscti. 
Microsoft chairman and 
CEO Bill Gales and Apple 
"interim CEO" Steve Jobs 
_l both espoused the power 
of brand advertising. 

To Gales, with his vision of the Web 
lifestyle still driving The Road Ahead, brand 
identity is the most important message for a 
company to deliver with its Web site. Gates 
claims that Microsoft's Web site is now its 
primary marketing took Actually making 
money with the Web, admits Gates, isn't 
easy. “The business model has been difficult. 
The way you can succeed," Gates told the 
Seybold audience, "is to get your brand out 

A day later. Steve Jobs also touted brand 
power. P.s he demonstrated the company's 
new "Think Different" ad campaign. The ads 
neither show nor talk about computers at all. 
but instead associate the Apple logo with 
images of Pabio Picasso. Albert Einstein. 
Thomas Edison. Mahatma Gandhi. John 
Lennon, Amelia Earhart and others the ad 
characterizes a.s "the crazy ones, the ones 
who dare to think different." By associating 
the Apple brand with geniuses and iconoclas- 
tic figures. Jobs hopes to make a bigger 
impact than is possible by comparing MIPS 
and megahertz. And. hey, the bad grammar 
might gel people talking, too. 

Brand is, of course, about recognition. 
And, as Microsoft has shown with its Internet 
Explorer and Windows platform efforts, per- 
sistence pays off. As Seybold’s vice-president 
for content development Craig Cline said: 
"One thing you have to admit about 
Microsoft — they never quit. They just keep 
working until they get it right." 

Indeed, the company's nascent Windows 
NT 5.0. demonstrated in dozens of locations 
around the Seybold show floor, is ample 
proof of that principle. Now more than five 
years old, NT is finally showing signs of 
maturity. The company has partnered with 


graphics heavyweight Adobe to develop ihe 
OpenType font format that builds Type I and 
TrueType font capabilities into the OS. and 
Adobe has helped develop the system's 
PostScript printer driver. A particularly pow- 
erful demnnsiration of the new NT printing 
architecture allows Ihe user to search for 
available printers using the system's "Find" 
command. With NT 5.0. you can specify 
search criteria to locate all the color printers 
on the network and then narrow the search to, 
say. the tabloid-size color printer nearest you. 
Then, with a right-click, the .system installs 
the printer driver, downloads a color manage- 
ment device profile automatically and you’re 
ready to print! Slick. 

Microsoft has partnered with color 
experts Linotype-Hell to produce this system- 
wide color management system that Gates 
says will also extend to Internet Explorer, so 
that on-line purchases will result in products 
of the color Ihe customer expects. And. in 
what is likely to be a damaging blow to 
Apple's dominance in publishing. Quark has 
agreed to port its Quark Publishing System 
— long a Mac-only product — to Windows. 
With Adobe. Quark and most other major 
Mac developers already bu.sy producing 
Windows versions of Iheir product lines, the 
Windows-based publishing market i.s poised 
for significant growth in the over the next six 
to 12 months, with NT 5.0 and multiprocessor 
PCs spearheading Microsoft's "Windows: the 
Platform for Publishing" push. 

Gates is convinced that a "Web lifestyle" 
is shaping the new consumer. Gales cites the 
automobile and the television a-s two types of 
lifestyles that arc so ingrained in the fabric of 
North American culture that we don't even 
think about it. Gates believes that college 
campuses are some of the best places to find 
people who do their banking via the Web. use 
it to gather information before making major 
purchases, and so on. 

Bill Gates provided some interesting sta- 
tistics during his speech, such as his observa- 
tion that about half the installed base of 80 
million PCs are already connected to the 
'Net. Gates also observed that, in Ihe corpo- 


rate space, almost half the new machines sold 
are portables. Nevertheless, he believes that it 
will be .small form factor mobile computing 
devices (currently numbering about four mil- 
lion) and family room TV-type devices that 
finally make the Web lifestyle pervasive. 

Gates foresees that, within 10 years, nat- 
ural language, visual user recognition, hand- 
writing input and continuous speech input 
will be ubiquitous. He also wryly postulated 
on whether there was un equivalent to 
Moore's Law (in which the amount of infor- 
mation storable in one square inch of silicon 
has roughly doubled yearly every year) for 
digging ditches. The need to dig ditches to lay 
fiber-optic cable, of course, is one of the 
major holdups (along with regulatory issues, 
of course) to Ihe growth of the Internet. Gales 
says that, at best, ditch digging equipment 
improves at a rale of only about three to four 
per cent a year, a sobering thought to those of 
us used to the rotes of growth pos.sible in the 
computer industry (not the least of which has 
been Microsoft, which has seen its stock 
value double this year). 

Gales did note, however, that storage 
devices seem to be following a Moore’s Law 
exponential improvement curve. 

Brand Power Tips: 

• Consolidate your image. If you have more 
than one logo, pick Ihe best one and stick 
with it. If your corporate logo was an in- 
house D1 Y job. consider having a profession- 
al designer do a makeover. A good designer 
will provide you with templates. Pantone col- 
ors and other items that add up to a compre- 
hensive and memorable identity. 

■ Don't undere.siimaie Ihe power of posidve 
association. As Steve Jobs pointed out. 
"Kinney .sells .shoes. Nike is about athletics; 
about success." 

Therein lies the power of brand 
advertising. tBI 

Gixieme Bennett is the Senior Editor of The 
Computer Paper ami a former computer 
retailer. He can he reached at 
gmeme^tcp.ca. 
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BOOK REVIEW 


The Definitive 'How-To’ Book 
For Network Design? 


by Stephen Ihiirciki 


Ask yourself these questions. Are you or your customers looking for 
the definitive "how-to" bonk on network design? Does implementing 
an efi'ective security plan for a network appear to be a daunting task? 

Are you inundated with network problems which you are having dif- 
ficulty troubleshooting? Perhaps you find topics such as time synchro- 
nization. partitioning, and replication confusing. The solution to all 
your networking woes is Nnvell's Four Priin iples of NDS Design. 

As the program convenor for business computing programs at a 
full-service college with accredited diploma and degree programs, I 
recommend Novell'.i Four Principle.'^ of NDS Design. The theoretical 
base is academically sound, but the book is full of useful network 
design tips and guidelines. In discussions with my colleagues, we 
believe the book is useful, even for those designing non-Novell net- 
works. In our advisory services which we provide to industry, and in 
the design our of own college's wide area network, we have used the 
principles clearly outlined in this book. 

Jeffrey Hughes and Blair Thomas have more than IS years of 
networking experience as part of Novell's global troubleshooting 
strike force. The authors are members of Ihe select "Novell Consulting 
Group" with extensive backgrounds in network design, installation, 
optimization, and troubleshooting. Their expert know-ledge clearly 
shows in this comprehensive guide to networking. The coverage is so 
useful that the book forms the basis of Novell's capstone "NetWare 
Design and Inipleinenitiiion" course which details designing an entire 
global network. There are numerous illustrations, diagrams, and tables 
explaining every point. Of particular value are the “Consulting 
Experience" highlights which de.scribe what really works or how best 
to implement a particular feature. 

The book gears itself towards LAN admini.sirutors. system 
admini.strators, consultants, resellers, and any others who design 
Novell networks. There is no one technique in designing networks, but 
the btxik gives the reader all Ihe necessary guidelines and rules for cre- 
ating a system much more efficient than others. Efficiency results in a 
stable network, which is easily extensible and with the minimum 
amount of traffic. 

For the uninitiated, when laid out on paper, a network gives the 
appearances of branches in a tree. With Novell network.s, Novell 
Directory Services, or NDS. maintains the "tree" database represent- 
ing users, groups, and other network objects. 

In Part I, "The NDS Tree Should Represent the Neltiurk 
Infnisrriicliire." the design guidelines provide rules on making the tree 
top refiect the physical network and the tree bottom model the compa- 
ny's organizaiionul siruciurc- 

Part II details how to. "Divide NDS into Ponitions tmd Replicas, 
ivhich Provide Sculiihililv and Fault Tolermwe." The NDS. which 
I'omis the database holding network objects, requires distribution to 
protect against network failures and to minimize network traffic. The 
considerations for dividing Ihe NDS into sections and then copying Ihe 
sections to dilTcrcnl scivers are detailed. 
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ISBN: 0-7645-4522-I 

Content: 343 pages 

Level: Intermediate to Advanced 

Description: The book provides a quick guide to network design, from a 

small one server LAN to a global enterprise network 
comprised of thousands of servers. 

Rating: A — Recommended for network consuilants. 


Part 3 covers how to. "Use NDS objects to establish the organi- 
zation. udiiiiiiistrulion. and user access." Topics include; 

* naming standards. 

• organizing network objects such as users, groups, printers, and 
servers using containers, 

• providing efficienl access for users to network resources. 

* setting up access for mobile users. 

* establishing efficienl login scripts, and. 

• providing access for users of older versions of Novell software 
(bindery services). 

The naming guidelines are universal principles and are useful in 
any network system. The guidelines presented will keep your network 
tree filled with the objects that model the organization's business 
structure. The result is easy network access, administration, and com- 
prehensive security. 

Imagine a global network consisting of 2,1X30 servers. How does 
Ihe system keep track of the order of events and transactions? Which 
came first, the sale made in London or one in Vancouver? All of these 
questions come under the concept of time synchronization- Thai is, 
how can all the limes in the servers be coordinated to one universal 
lime for the entire network? 

In Part IV. "Conjigure Time Syncliivnization to Support NDS 
Operations," the reader learns the rules for the configuration and prop- 
er setup of lime synchronization. The network administrator wants to 
configure the time to do the job without overdoing it — without wast- 
ing limited network icsources. 

In summary, Novell's Four Principles of NDS Design, is easy to 
read and lays a network roundaiinn one cannot find elsewhere. The 
book distills the essentials into something that can be read over one 
weekend. There are numerous real-world examples, and tips in NDS 
tree design. 

I highly recommend this onc-ni'-a-kind resource for all network 
administrators, installers, consultants, or students of networking. 

Stephen lharaki. ISP. is a lecliiivr. wt ilet: advisor and co-coitvenor far 
Ihe BADM Compuliitg Ptvgram at Capilano College, which has hwji a 
numher qfiitlernalional. national and pmvincial awards. He is Novell 
NE.-IF and Microsoft AATP-ceriiped and cun he reached at 
sibaraktXa/capcollege. bc.ca. 
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ASUS introduces AGP boards 

ASUS Compuler Imernaiional has 
announced ihe P2L97 series of moiherboards. 
along with the new TDexPlorer graphics card. 

ASUS says ihe products will let VARs 
build systems to take advantage of the AGP 
bus, which yields speed.s of 66MHz and 
l33MHz. The new ASUS motherboards sup- 
port Pentium I! processors up to .333MH2. 
They incorporate the Intel 440LX AGP-based 
chipset. and supports SDRAM. 
UltraDMA/33. Concurrent PCI and ACPI. 
The motherboards include PC health-moni- 
toring features for voltage, temperate and 

For more infonnation, see hllp;//www. 
asu-s.com, or call; (4()8| 474-0567, 


Optiquest rolls out 19-inch and 21-inch color monitors 


On Oct. 7. Optiquest 
announced u new V95 
advanced pciipi 

mance 19-inch color 
monitor and a VMS 
21 -inch 
well as a range 
cost 15-inch 
17-inch monitors. 

The recently 

introduced 1 9-inch ( 1 8-inch viewahie) 
tor category, which has seen earlier models 
coming to markei from other vendors such as 
Hitachi, has shaken up the high-end monitor 
market, since a 19-inch monitor has nearly 
Ihe viewable area of a 20-inch or 2i-inch 
monilor. al about half the cost. The footprint 
and price of 19-inch monitors is very compa- 
rable to 17-inch monilors. The V95 has a 
maximum display resolution of l.6(XI by 
1280 pi.Kcls. and can support u very high 
88Hz refresh rate at 1,280 by !,024 resolu- 
tion. With a MRSP of SI.409, the V95 is 
aimed al the serious graphics, desktop pub- 
lishing. and Web upplicalions areas. 

The VI15 model is a 21-inch monitor 


with a viewable display of 
20 inches, dot pitch of 

tion of 1.600 by 1,280 pix- 
els, and high 87Hz refresh 
at 1.280 by 1,024 pixels, 
and a price of $1,979. 

View.sonic has also 
recently announced a V773 
17-inch monitor for general 
business and SOHO users, wilh a .26-mm dot 
pitch and 1 .280 by 1 ,024 pixel re.solulion. and 
a price of S789. As well the V655 15-inch 
1 1 3.8-inch viewable) monitor is a high quali- 
ty unit being promoted fur bundling wilh PC 
-sysieins. wilh .28[mm dot pilch, maximum 
1.280 by 1.024 resolution, and anti-glare and 
programmable screen modes, for $419. Also 
new is the 05 1 1 5-inch ( 1 3.7-inch viewable) 
monitor, which is designed to compete wilh 
and displace 14-inch monitor sales, with a 
larger viewable area and good resolution 
capability (1.024 by 768 maximum), for 
$369. 

For more informiuion, contact http:// 
www.opliqucst.com or (416) 49 1 -7088. 



Packard Bell PC line gears up for holidays 

Packard Bell is offering a combination of leading-edge technologies in 
its home PCs. including Pentium II processors and DVD. but it's also 
featuring a new suite of software designed to make managing u home 
PC ea.sier for end-users and less cosily fur resellers. 

Packard Bell's latest PC offerings feature software titles such as 
CyberTailor. a user-customizable environment within Windows 95; 
CyberCoach. for user assistance and tutorials; CyberWarner. to aid in 
troubleshooting; SysiemWizard for onboard or on-line problem resolu- 
tion; and PC-Docior. a diagnostic program. According to Henry Porsch, 
vice-president of con.sumcr marketing for Packard Bell NEC Canada; 
'The software titles complete the customer .service experience by self- 
diagnosing. eorreeting and empowering the user to fully utilized his or 
her computer without making a erilica! mistake." Packard Beil's new 
Platinum and Multimedia PCs have estimated street prices ranging 
from SI.699 to $3,799. and include processors up to Pentium II 
266MHz. hard drive capacities up to 70B. 24X CD-ROM drives, and 
U.S. Robotics' X2 modems. 

For more information, contact hup://www.packardbell-coni or 
hllp://www.nec-computers.coin. 

Fujitsu launches tiny 1 .6C8 hard drive 

Fujitsu Computer Products of America is shipping its M2724 2.5-inch 
1 .6GB hard drive for mobile computers. Al a list price of US$255, the 
M2742 is expected to appeal lo notebook PC owners looking lo 
upgrade the storage capacity of their computers. 

Fujitsu claim.s lo have become the fastest growing hard drive sup- 
plier in the world in recent quarters. According lo Doug May. vice-pres- 
ident of marketing for Fujitsu Computer Products of America, "our 
growth in the channel contributed significantly to Fujitsu's recent rise 
in worldwide hard drive rankings. This is just another step in our com- 
mitment to our channel partners." 

For more information, contact hiip://www.fcpa.com. or call; 
1-800-626^686. 


NIPPON Technology Inc. 

#525 - 3771 Jacombs Road, Tel; (604) 241-9828 
Richmond, B.C. V6V 2L9 Fax; (604) 214-9829 


Multimedia Specialist 

TOSHIBA NEC Panasonic' 

8XCD-Rom 12XCD-Rom 24XCD-Rom 
DVD & CD-Changer 


■ Notebook Hard Drive 


TOSHIBA 2.1fiGB(ATA-3)MK-2l63M 

*389-''«.v^es.eU. tan price. 


Hitachi Handheld PC 

• Windows CE, MS Packet Excel. Word 
•4MB RAM 

• Built-in 28.8 fax/modem 

• AC adapter & AA batteries included 

$O0-"" 

rcisil pnee 


^•^^•Volume discounts available*** 


Mtpffwwwi 
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PRODUCTS 


NEC launches new 
200/233MHZ Versas 

NEC Computer Systems 
Division (CSD) Canada has 
announced the shipment of two 
new ‘desktop replacement' note- 
books — the Versa 6220 and the 
Versa 6230. 

The new Versas feature a I3-3-ineh 
XGA TFT .screen. 3D graphics. MPEG video. 
3D .stereo, a 20X CD-ROM drive, and PC97 
and ACPI compliance. Depending on config- 
uration. the new product prices range from 
$6,019 to $8,119- 

Gordon Neff, manager, systems prod- 
ucts for NEC CSD Canada, said: “For profes- 
sionals who need 
advanced graphics and 
multimedia capabilities 
while on the road, these 
notebooks provide max- 
imum processing 
power, a full sired display, and superior mul- 
timedia functionality.” 

For more information, contact 
hlip://www.nec-computers.com. 




Protec adds new version of WebShare Internet device 


As the Internet and networking technology 
continue to merge, many small business or 
home office computer users are looking for 
cheap, simple ways to connect several com- 
puters to the Internet while avoiding the 
financial and udminisirative overhead of 
adopting a full-blown computer networking 
solution. 

Point-Claire. Quc. -based Protcc 
Microsystems Inc. has announced two new, 
greatly enhanced ver- 
sions of its WebShure 
Internet .sharing solution. 

WcbSharc is a hardware 
device that allows up to 
three PCs to transparently 
share Intemei access using only one phone 
line, one modem, and one Inlemei service 
provider account. 

The new version of WebShare comes in 
two versions, one with an integral .33.6Kbps 
modem, and the other with an RJ-45 jack to 
allow a user to attach it to his or her modem 
of choice. The new WebShare models are 
much faster than the original version, and 



will support higher Internet access speeds. 

Protec representatives at Comdex/SCIB 
in Montreal claimed that the first model of 
WebShare, while popular with many cus- 
tomers. had certain limitations that the new 
models have overcome. 

According to Proiec muriteting manager 
Bianca Novoa, small organizations have 
embraced the WebShare concept because it 
beats the high cost of multiple Intemei 
acces.s. and now with this new 
release supporting higher 
speed modems, users can be 
Tiore productive. 
But while the new WebShare is 
faster than previous versions, 
gelling started is stilt simple. Just connect 
WebShare to ynur phone line using the model 
with the integrated modem, connect up to 
three PCs to the WebShare using serial cables 
provided, and instantly give Internet access 
to three users. WebShare pricing starts at 
$345. 

For more information, see http://www, 
proiec.ca or call: I -800-363-8156. ext. 224. 


Iomega Corp. just keeps zipping along 

Iomega Corp.. manufacturers of the popular Zip 1 00MB disk drive, has 
announced that sales of Zip drives have passed eight million units 
worldwide. In addition to the popular desktop PC version of the Zip 
drive. Iomega has announced that its mobile version of the Zip drive has 
been adopted by a wide array of notebook makers including Acer. 
Compal Electronics. Hitachi, Clevo. Micron, and Chicony. The note- 
book Zip drive is expected to become available in quantity in late 1997. 

Iomega has also announced a new ZipPlus version of the Zip drive, 
which maintains backwards compatibility with disks created with origi- 
nal Zip drives, while offering up lo 40 per cent .speed increase, aulode- 
led, multimedia software, and a compact external power supply for 
mobile use. 

Iomega has also gained attention in the desktop video market by 
launching its Buz multimedia producer, an audio/video/framecaplure 
bundle that allow.s users lo digitize full motion or still images plus 
sound, and then manipulate them with included software such as MGI 
VideoWave SE Plus, PictureWorks HotShoi.s and Iomega's Recordit. 

Iomega's other main mass storage product currently is the Jaz 
drive, which has sold over one million units. Iomega has announced a 
new model of Jaz drive — the Jaz 2GB Ultra SCSI drive, with twice the 
storage capacity and up to 40 per cent faster speed. 

All of these new products and alliances come after a period of 
extraordinary success for Iomega, However. 1997 saw a major new 
challenger for Iomega, in the form of the LS120 floppy drive system. 
This drive and disk format offers equivalent storage capacity to the Zip 
drive, but also is compatible with regular 3.5-inch floppy diskettes. The 
latter feature of the LSI20 has led some PC makers to use the LSI20 
drive instead of a regular 3-5-inch floppy drive on some new PCs. 
Iomega reps on a press lour across Canada in September claimed lhal the 
company is well aware of the LS120 challenge. New Iomega producis 
in addition to those already announced can be expected in the months to 
come, they said. For more information, see http://www.iomega.com or 
call; (801) 778-100(1. 
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Hard Drives 
Western Digital 

J.ZGBEIDE 
1.6GB EIOE 
2.5GB EIDE 
3.2GB U-DMA 
4.3GB U-OMA 
6.4GB U-DMA 


Video Cards 
Trident 6685 PCI3D+2MB 
ATI 3D Exp. 2MB EDO 



AMD K6-233 MMX 
Cyrix M 11-166 
Cyrix M 11-200 

CD-ROMS 

Toshiba, Panasonic, 
Cyberdrive 
20X IDE Int. 

24XmEint. 

I All Items in stock, 

check our web site 
www.gestools.com 

562 - 802-3644 


Memory 72-Pin EDO 

1X32-60 4X32-60 
2X32-60 8X32-60 

SDRAM 

Modems 

33.6K int w/volcB 
55.6K int w/voice 

Sound Cards 
ESS 1069-30 PnP 
Creative Labs 16 bit 
Creative Labs AWE-64 


GES TECHNOLOGIES 

13360 E. Firestone Blvd. #F-2 
Santa Fe Springs, 

CA 90670 USA 


562-602-3644 Fax 562-802-8404 



PEOPLE 



Simon Witts is new 
Microsoft Canada CM 

Simon Witis is ihe new general manager of 
Microsoft Canada Inc- 

British-born Witts has more than IS 
years experience in the computer industry, 
with nine years with IBM. and about six 
years with Microsoft U.K. Witts will 
report to ex-Microsoft Canada general 
manager Frank Clegg, who is now 
Microsoft’s vice-president of Canada and 
the Central U.S. region. 

CCW first made Witts' acquaintance at 
a joint IBM/Microsoft Canada briefing in 
Toronto in late September, when IBM 
Canada’s Don Myles admitted OS/2 would 
essentially no longer be promoted by IBM. 
Existing major OS/2 users will be supported 
for the indefinite ftiture, according to IBM. 
but the rest of the Intel PC operating system 
field is essentially now Microsoft territory. 

Microsoft Canada has experienced su.s- 
tained. rapid growth in the years prior to 
Witts' appointment. Best estimates of 
Canadian soles (Microsoft resists breaking 
out national portions of its sales) for 1996 are 
in the neighlwrhood of US$7.S0 million- This 
represents a doubling of Microsoft's sales in 
Canada over the previous three years. 

Witt means to repeal that performance 
over the next three years, and increase sales 
to US$l-5 billion. To accomplish this, he 
will be focusing on the Windows NT busi- 
ness computing market, which is growing 
“explosively," as well os strongly promoting 
Internet Explorer 4.0. and Microsoft's busi- 
ness applications software. 

At the Comdex/SCIB show in 
Montreal, Wills was engaged in calming 
ljuebecois irritation over Microsoft’s notori- 
ous delay in publishing a French Canadian 
version of Windows 95 when that produci 
was released in the summer of 1995. For the 
launch of Windows 98. Witts promised, a 
French version would be mude available at 
the same time a.s the English version. 

“The commitment is to simultaneous 
shipment,” Wilts staled. "Getting the 
French-Canadian produci is very impor- 
tant." Quebec is an important pan of 
Microsoft's plans, according to Witt, as sales 
tliere are cunenlJy increasing at an even 
foster rate than in the rest of Canada. 


SCI Canada adds Western CM 

Silicon Graphics Canada Ltd. has appointed 
Gary Croxtnn as general manager. Weslem 
Canada. 


Cil|Hy — lln.5 SMilRarMSemnn 


Croxion was most 
recently Novell Canada 
Lld.'s Western regional 
manager. He is based in 
Calgary. 

The new appoini- 
meni was made along 
with the following: Dave 
Wharry. general manager, 
marketing development; Rich Gaasenbeek, 
general manager, central Canada; Blair 
Nichols, genera! manager, Ottawa and 
Eastern Canada. 

The addiiion of these regionally-focused 
general managers reinforces the appoinlmenl 
last year of Marlin Pinard as general manag- 
er. Quebec, said SGI Canada. 

John Roth is new CEO 
at Northern Telecom 

(NBl — John Roth has been appointed 
chief executive of Norlhern Telecom Ltd., 
replacing Jean Monty, who has become 
president and chief executive of parent 
company BCE inc. 

Roth, who has worited for Nortel since 
1969 and is a former president of its research 
and development subsidiary. Bell-Northern 
Research Ltd., has been president of the com- 
pany since February 1 997. and chief operating 
officer since 1995. He 
will remain pre.sidcnl. 

Informix 
names CFO 

Informix Software Inc. 
has appointed Jean- Yves 
Dexmier. as executive 
vice-president and chief 
financial officer. 

He reports to Informix chairman and CEO 
Bob Finocchio. Dexmier’s responsibilities 
include financial management of Informix’s 
treasury, investor relations, comrollerxhip, 
audit, operalions. MIS and real estate. 

AccountMate adds execs 

AcoountMate Software ha.s hired Bob Steps 
— a 35-year IBM veteran, as AccounlMate’s 
vice-president of corporate development. 

For the Iasi five years, Steps has been 
responsible for IBM's worldwide strategy for 
selling AS/4l)0s to smaller businesses. 

AccountMate has also recruited Bob 
Ramers, who has been a con.sullant to VARs 
for companies such as DEC, Sun Micro- 
systems, Pioneer Technologies and SBT 




Gary Ciaston 


Vacoowf — Nov. 8 UeattlH Apumib 

By lawyers Michael Erdle and Tobey Mantouk 
Contact: Sequoia Corp. 
Call: (202)955-3373 


NOT. 54 

E-OnlMCS HJoflO/CMadi '97 

Toronto 

Conlapi: Software Matchmakers Inc. 

Call: (416) 756-3221 
http://www.soltmalch.com 

Nov. 7-8 

Ibndoi Bqr Cooipitor Expo 

Thunder Bay, Ont. 
Contaci: Strauss Communicalions 
Call; 1-888-899-3976 

Nov. 11-14 

NrtCei’97 

Toronto 

Cal1;(416)621-8135 

Nov. 9-14 

l^lor tatoiMtlonl 

Dallas 

Call: (310)373- 3633 
E-mail: in(ci®«plor,org 

in. 11-14 

5th uml Java 8 Ob^ 
TochB8lo|7 Fenaa 8 $ho«roasa 

Toronto 
Contact: Unican 
905-731-0145 

Nov. IMS 

Hawtead 8 ShII ■aslaatt 
hrtonaatloa Expo 

Toronto 

http://www.sliymatk.net/hbDs1 .himl 

Nov. 17-18 

ThoCMSHlt 

Toionlo 
(416) 693-9733 

Nov. 17-21 

Co«8oxffalI *87 

http://www.comdex.com 

Nov. 28-30 

Coapatorfoot (ChritiM) *97 

Mississauga. Ont. 
Call: (416) 925-4533 
Fax; (416)925-7701 
E-mail: dcartBr®compfest.com 


M. 18-28, 1898 Tbo SocsaO Auiid 

MoMto 8 PDA Ejvo 

San Francisco 


Call: (415)252-8008 
htlp://www.pida-expo.coni 



Do you have an upcoming 
event you'd like to see listed 
in CeWi Calendar? 
E-mail: ccw@lcp.ca. 


hiipj/wwwccwmagcom 
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ffev Numbers 


The Canadian Software Industry — A Global Player 

hy Leslie Arniiiel twit Mar^eiy Leach 


Canada bnasis one of the most impres- 
sive indigenous software industries in 
the world. It is home to a number of 
markel leaders, such as Corel. Cognus. 

Geac. Fiderum, Humminghird, and 
JetForm, to name only a few. 

Beyond these esiabli.shed leaders, 
and innovative companies continue to 
emerge. Together, the “who’s who" and the 
“who's next" are helping to develop a reputa- 
tion for Canada as a leading force in the glob- 
al IT market, selling examples in such areas 
as document management and text retrieval, 
technology-assisted learning, geographic 
information systems, multimedia and graph- 
ics, and Inlemet/inlrunel applications. 

With Canadian companies making .such 
a strong impression in both developing and 
developed countries around the world, it is 
well worth pausing to profile the industry. 
Following are ju.st a few facts about the lop 
100 independent Canadian software compa- 
nies. as tracked in the Branham.SOO database 
of the Canadian software and IT professional 
services industries: In 1996. the total world- 
wide revenues of Canada’s top 100 software 
companies was $2,014 billion, a growth of 



4.7 per cent over the previous 
year of $1,923 billion; the 
' lop 1 0(1 companies employed 
approximately 10.000 people 
nCanadain 19%; 76 per cent 
of the lop iUO companies are 
privately held; and over SO per cent 
of the cumulative revenues of the lop 100 are 
generated outside of Canada. 

Within the top 100, the top 10 compa- 
nies present a unique picture. Revenues range 
from $30 million to over $450 million. EighI 
of the lop 10 companies are 
publicly traded, with foreign 
ownership playing a signifi- 
cant role. And, over the past 
four years, the lop 1 0 com- 
panies have consistently 
generated more than 50 per 
cent of the total revenues of 
the lop I IK) software compa- 
nies. In 1996. they were 
responsible for 65 per cent 
of total revenues. 

Regardless of their app- 
roach. Canadian software 
companies must continue to 


strive to excel through unique and focused 
strategies that incorporate current and future 
trends in the economy, target markets, tech- 
nology and industry as a whole. 

Leslie Arniiid is a consuluinf ciiul Margery 
Leach is a senior consullani ul Rrunhum 
Group litc.. a leading inleriuiliimal "Go to 
Market" consulting firin pntvidiiig strategic 
and tactical advice to injormaiion technology 
organizations. (Fhoiic: (6 13) 725-29.55. 
Fa.x: (6J3i 725-05/S, /»r/i.//inrii:/)ran/Kini,cHj 


%iiiliisliilled PC Systems 
EpIppedwilliSelecleilPm'ipM 


CD-ROM drive BZ”/ 

Sound board S3 

External speakers 51 

Tape drive 17 

Scanner/scanning device 16 

Removable cartridge drive 1 1 

LAN card 10 


Reader Poll 


I 


U-l 

u 


Last issue, we asked: 

Has Apple done the right thing for its busine.ss by deciding to not 
license the Mac OS 8 to CHRP-complianl clone makers? 

You said: 

27% Yes! 44%n.! 29% I don't know. 

This issue: 

Economists and pundits have cautiously been speaking of 
upturns in at least some sectors of the Canadian economy. But 
coming out of the traditional autumn busy lime and moving right 
into the holiday buying sea.son. we wonder what Canadian 
Computer Wholesaler readers have to say about this incredibly 
competitive environment. 


Our questions to you: 

^^9 Given light competition, yet some indications of u strengthening 
economy, what are your impression.s of the health of the overall 
IT industry, this year over last? 


Which most closely reflects your view? 

I I The industry is very strong and healthy, experiencing lots of 
— ' positive growth compared to last year. 

I I Business in the industry is much the same as last year. 

I j With more consolidation, players are being squeezed and 
knocked off. This bu.siness is getting tougher. 


For purposes of our survey, how do you describe 1997 prof- 
itability and health at your business, compared to 1996? 


□ 

□ 

□ 


My basiness is growing positively, seeing new opportuni- 
ties. markets and greater demand. 

My business is doing more or less similar volumes of busi- 
ness to last year, with similar profits. 

Proftls have slid, due to shrinking margins and increasing 
competition in the market-place, compared to 1 996, 


Log into our Web site: 

http://www.ccwmag.com. 

E-mail: ccw@icp.ca, 

or send your responses, and comments, by fax, to: 

( 604 ) 608 2686 . 
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WE'D LIKE TO APOLOGIZE TO OUR 
COMPETITORS FOR RAISING THE 
STANDARD FOR MONITORS... 



SyncMaster 2400W 


r»ie24-incli DVD-teady 240DW is 
a inie mijitimedia mMlIor, ollerlng 


Advanced computer Images, 
graphics and video 


• Afivanced sound system 

• Mai. line tesolulion ol 
1360 X 768 (Wide NISQ/ 
1024x 768 (SVGA) 

• Ability to support 
emerging widet-lormal 
graphics cards 


I 


SyncMaster 400TFI 

Only the leading maker of TFRCDs could 
produce the uilra-thirt 400^ with 

• Dlslortkm-free perlect display 

• High 1024 x 768 resolution 

• Unique colour filter lor natural looking 
colours and images 

• No harmful electromagnetic waves 


wvrw.sainsungcanada.coni 



V Tech Data 



Sceptre’s 1 9” 


adds up in the size, performance and 
vaiue equation! 


iTheir 1 7" monitor. 



The P97A 

• IH" viewable 

• IMMlx 1200 @75 

• ,26 (.14ver 

dot pilch flat square CRT (AR-ASC) 

• 175 MHz 

• Vertical refresh 50-120 Hz 

• USB huh ready (5 ports) 

pftc/iOara HUTniCFlO LffllJ 

See us at Comdex 97. Booth # S3538 




Monitor 


The P97A, 


the latest member of Sceptre's large family of high 
quality monitors is arguably among the worlds most 
advanced CRT monitors. The P97A 
combines ultra-high resolutions and a 
sophisticated chassis with Sceptre's 
revolutionary new interface. ARRC 
(Advanced Response Rotational 
Control). The result is a workstation 
caliber monitor that is easy to set up 




All this for; 


+ 


$995 (US) MSRR 


Congratulations to Sceptre's PT.SA 
for winning Canadian Computer 
Wholesalers Technical Excellence 
Award in the Price/Pcrformance Categor)’. According 
to the testers. "Without a doubt, the P75A from Sceptre 
offers the most bang for the buck. It features a smalt dot 
pilch, a resolution of IWX) x 1201) ill 70Hz and vertical 
refresh rales up to I20H? all at an incredibly atlraclivc 
price from a leader in the monitor industry," You can 
own this award winner for just: 


$565 (US) MSRR 



